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Match your price requirements. . . your style 


requirements ... your quality requirements 

. in the complete Freeman line for 1938. 
With Freeman Bootmakers setting a new 
standard of excellence and value on the top 
level, with Champions offering the maximum 


money’s worth in the economy range, this line 


NEW CATALOGUES READY! 


Present customers will soon be getting 
their new Freeman catalogues, the 
handsomest we have ever published. 
If not a Freeman ‘“‘regular,’’ write 
for yours. 
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CHAMPION 


“IT'S CUSHIONED” 


for ALL! 


appeals to shoe merchants large and small, 
in every territory. 

Build business with Freemans in 1938. These 
nationally advertised shoes, made and priced 
the Freeman way, will head new customers 
your way—and keep the old ones coming back! 


—Freeman Shoe Corporation, Beloit, Wisconsin 


MAN | 


(¢. WORN WITH PRIDE BY MILLIONS 
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il) Freeman Shoe Corporation e Beloit, Wisconsin 
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VOICE of the TRADE 


JAMES W. HOOK, president of 
the New England Council, says:. 
“Foundations for an early up- 
turn from the current business level 
in New England are suggested in 
the promptness with which New 
England business has adjusted it- 














i: 





self to present conditions. Aggres- 
sive merchandising during the re- 
cent holiday shopping period, with 
pre-Christmas sales, resulted in re- 
ducing merchandise stocks. Since 
the middle of December there has 
heen a tendency for basic textile 
and hide prices to reflect a firmer 
tone. Furthermore, there have 
been increased inquiries and, in the 
instance of shoes, increased orders 
reported. There has also been a 
readjustment in both leather and 
shoe prices which should bring 
retail prices more into line.” 


* * * 


THEY'RE telling about the young 
retail shoe salesman attending a na- 
tional show at Chicago for the first 
time, who thinks the Adler Plane- 
tarium is Jesse Adler’s inner sanc- 
tum—where the enterprising New 
Yorker plans his advertising and 
merchandising copy. 


MIALCOLM P. McNAIR, Profes- 
sor of Marketing, Harvard Univer- 
sity, says: 

“The next most important thing 
for retailing in 1938 is to apply 
imagination to the job of selling 
more goods, getting more sales 
production out of people employed 
and out of space occupied. Retail 
executives everywhere are doing 
some serious thinking about the 
labor problem, particularly about 
the problem of wages. In reality, 
there are just three alternative out- 
comes of the kind of rise in wage 
rates that has been taking place in 
retail business during the past year: 


Now You'll 
HAVE TO 





“(1) High wages eat up profits, 
limit the supply of capital for new 
enterprises, and bring about unem- 
ployment, finally coming around the 
clock again to drastic wage reduc- 
tions. (2) Inflation of all kinds of 
prices, including the cost of living, 
takes place on a scale that makes 
the wage increase illusory, that is, 
lowers the rate of real wages. (3) 
Methods are found of increasing 
the productivity of labor so that 
the increased output will support 
the higher wage rate.” 


Page |! 


FRANK H. SEELIG of the Major 
Shoe Company, San Jose, Calif., 
says: 

“Although ninety per cent of my 
buying for my five shoe stores is 
done from one house, I nevertheless 
do not fail to greet representatives 


of other houses with courtesy and 
attentiveness. I find that in so do- 
ing I not only build a large ac- 
quaintance among those involved in 
the shoe business; but at the same 
time make the daily routine both 
for them and me turn into a pleasant 
task. 

“T have, on frequent occasions. 
noticed buyers maintaining an air 
of arrogance and aloofness that 
never fails to antagonize those with 
whom they come in contact and 
eventually boomerangs back at the 
buyer. Then, too, I never know 
when the salesman may have some- 
thing that I need and can use to 
good advantage. Courtesy repre- 
sents a great asset to any buyer, 
both from the receiving and giving 
end.” * * 


P. A. O'CONNELL, President of 
the Boston Retail Trade Board, 
foresees “an upturn in_ business, 














possibly very soon or, at least, by 
April.” He envisions quick pros- 
perity for the entire country if 
persons “buy what they need, 
rather than what they want.” He 
explains that a woman might want 
«. diamond necklace, an expensive 
automobile, a new coat, shoes, dress 
or other articles. “Unless the per- 
son is wealthy, I would classify the 
coat, shoes and dress as articles she 
needs, and buy them. Then she 
could take care of the ‘wants’ 
later.” 


* * * 


PYTHONS once again loom up in 
the style picture, judging from 
early observations—with natural 
pig-skin and pig grain leathers used 
most effectively in men’s sport and 
leisure shoes for Spring and Sum- 
mer. 


* * * 


LIONEL D. EDIE, president of 
Lionel D. Edie & Co., economic con- 
sultants, says: 

“One of the causes of the reces- 
sion must be sought in the inven- 
tory build-up between the middle of 
1936 and the period when the re- 
cession first began to make itself 
felt.” 

He estimated this excess inven- 
tory at $6,000,000,000, of which 
one-third -was attributable to price 
mark-ups. The bull market in in- 
ventories, as contrasted with the 
present bear market, he declared 
was a primary influence in the 
recession. 

As to how long it would take to 
liquidate the excess inventory, Mr. 
Edie expected that in retail trade 








this would be accomplished in 
January. He was less optimistic 
about durable consumer’s goods— 
automobiles, radios, electrical ap- 
pliances and such—which he called 
“the worst spot.” Liquidation of 
inventory in this field had hardly 
begun and would not be completed 
before April, he declared, although 





WHO KNOWS? 





—No wonder Mr. Average Business- 
man feels "in a fog" when he real- 
izes to what an extent our most 
erudite economists disagree on 
the solution for our economic 
problems. 

—Dean Henry W. Holmes of the 
Harvard Graduate School of Edu- 
cation says: "—perhaps the whole 
world is economically illiterate." 

—lIsn't it possible that restless man 
has created an industrial machine 
so great and so complicated that 
he just doesn't know what to do 
when the wheels get a bit out of 
mesh? 

—lsn't it possible that this formi- 
dable machine has created a dif- 
ferent relationship of man to man 
than has existed in any of our 
previous phases of economic de- 
velopment? 

—lI'm very much inclined to think 
that we have "a heap of larnin'" 
ahead of us before we get com- 
plete control of a system that is 
now very much out of hand. 

—Perhaps we are “economically 


illiterate.” 
Sect & 4g oly 


President 





steel products might turn up some 
at the beginning of the year. 

He said: “The super-pessimists 
are bound to be wrong for the situ- 
ation will be turned around in 
1938. I should be greatly sur- 
prised if, during 1938, we do not 
see a very important turn in the 
business situation. My guess is it 
will come some time in the first 
half of the year. We have packed 
a tremendous amount of readjust- 
ment into the past few months. The 
very fact that the decline has been 
so abrupt and so violent means 
that we have already expedited 
much of the necessary readjust- 
ment. 

“The business recovery may be 
as speedy as was the decline. It is 
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unwise and unsound to join the 
chorus of the extreme pessimists. 
We should rather strike the key- 
note of the constructive possibilities 
that lie ahead for us in 1938.” 


* * * 


@RCHIDS to Walter Gable, pro- 
gressive buyer of Marshall Field 
and Company, for his optimism in 
introducing the highest priced 
men’s shoes ever made in the world, 
a three hundred and fifty dollar 
($350.00) oxford of imported 
leathers. Solid gold eyelets, gold 
nails and other appointments from 
Tiffany’s, is this unusual shoe—now 
on display at that great Chicago 
department store. 
* * * 


ET happened in the Craddock- 
Terry Natural Bridge showroom. 
J. M. McHenry (“Mac” to most of 
the traveling fraternity) was on the 
selling end. A mid-western retailer 
dropped in to see if there was any 
chance of picking up some “factory 
jobs.” When “Mac” got through 
the merchant had given him an 
order for thirty dozen pairs and 
was off with a smile that meant 


gratitude. 
* * # 


LEW HAHN, general manager of 
the National Retail Dry Goods As- 
sociation, says: 

“It seems to me that the most 
important problem confronting re- 
tailers in 1938 will be the rising 
cost of operation. There will, of 
course, be many other problems, 
but most of them will be problems 
because they directly contribute to 
increasing costs. 







uM 





te 


“Labor problems, for example, 
would be much less severe if it were 
not for the cost situation, and this 
new problem of giving the con- 
sumer full knowledge of merchan- 
dise is a problem because such in- 
novations, no matter how desirable, 
are likely to increase costs. Al- 
though the present business outlook 
is not completely reassuring, I am 


™~ 























of the opinion that, after the first 
few months of the new year, our 
cost problem will not be accentuated 
by diminishing volume. Neverthe- 
less, to play as safe as possible, it 
is necessary for retailers to proceed 
cautiously at least until we once 
more are sure of increasing vol- 


” 


ume. 


* * * 


BRHEA NICHOLS, at the National 
Shoe Fair, said: 


“Although style trends are evident as 
usual throughout the showings of manu- 
facturers at the Shoe Fair this year, a 
greater degree of individuality seems to 
be expressed in the fashions featured in 
the various lines. 

“One of the newest styles at the show 
is the wedge heel with the thick sole, in 
continental fashion. This gives added 
emphasis to play shoes, and in many and 
varied interpretations has already re- 
ceived the sponsorship of the Southern 
resorts. 

“Greater emphasis is being made on 
the shoe for the occasion. The formal- 
ized town shoe has a new interpretation 
in draped as well as bandana effects. 
These are being executed in printed 
challis, cottons, printed crepes and sup- 
ple kidskins. Incidentally, they are being 
accepted in the low heels as well as the 
high. 

“Looking just ahead, sandalized and 
punched effects, with tiny toe openings 
look best for volume. Marine and Pari- 
sian blue in leathers as well as fabrics 
should be first in volume for pre-Easter 
sales, and the entire copper range will 
run second. Wood violet appears as a 
highlight color to wear with Parisian 
blue, grey, beige and black costumes. 
Black patent leather and sandalized 
pumps will also enjoy good Easter sales. 

“White alone and combinations were 
being sponsored at the National Shoe 
Fair for good Summer volume. Sandalized 
dark shoes are high style contenders for 
the same period. Bright red and green 
kidskins and lightweight calf in new out- 
lines and extremely open shoes look new. 
Multi-color sandals continue to be a 
wardrobe ‘must’ for week-enders.” 


* * 


PAULINE S. MORGAN, also at 


the Shoe Fair, observed: 


“Expectations of what Spring shoes 
would look like at the great Chicago 
Shoe Fair have been verified and crystal- 
lized. Dainty and very trim, but still 
decorative without being eccentric or 
bizarre, the great majority of models 
stress the lower top line, and are shown 
in the pump, stepin, and sandal classifica- 
tion. 

“Notable features are silhouette, color 
and excellent shoemaking. All models 


* 
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excepting the very definite corrective type 
look so wearable and airy that they con- 
vey the feeling of adding wings to the 
shoes. Plenty of open toes, smaller than 
last season—sleeve gores, opened up 
sides, pinpoint perforations, softees and 
ankle straps characterize the collections. 
Sandals are numerous in both street and 
more formal types of shoes. 

“The question of heel-heights has been 
intelligently considered, and it will be 
possible next season for the customer to 
purchase the same model in a large 
variety of heel heights. There are plus 
sales in store for the retailer who pro- 
motes shoes in this way. 

“Blue, copper browns and rust, rosy 
berry shades and white are important 
colors. Everyone knew that blue was out- 
standing for spring, but the surprise is 
the large amount of rust and coppery 
browns for the approaching season. There 
is a feeling of suppleness in the appear- 
ance of 1938 models, and a look of ex- 
treme neatness to the shoe. This fore- 
shadows a preference for the more classic 
shoe and plainer surfaces, which is evi- 
denced in a few of the high-grade lines. 
Kidskin used in a new manner by draped 
manipulation or combining it with an- 
telope or suede looks very new. Gabar- 
dine remains, lots of suede, patent 
leather, smooth calf and linen all shown 
for Spring. Python and lizard have re- 
turned to the scene in all-over or trimmed 
shoes. 

“White shoes are noticeably prominent 
in many displays, with a marked increase 
in orders of white kid. Newest of day- 
time clothes call for well-groomed feet— 
the manufacturer and retailer know it. 
Now let the man at the fitting stool 
see them.” 
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KKATE ARLENE GOLDSTEIN, 
said at the National Shoe Fair: 


“Spring shoes are in the borrow and 
loan business. Patterns are swiping lines 
from their neighbors. Stepins have taken 
on pump, sandal and strap lines. Pumps 
have borrowed from the sandal. Ties 
have helped themselves to pump, sandal 
and strap lines. Many patterns have 
taken on the V line. 

“Easier to get into and easier to get 
out of is a guiding spirit in shoe buying. 
Our women are being spoiled. They 
insist on shoes that cause the least effort 
to get into. 

“Glove fitting, molded, sculputured! 
Call it what you will just so they hug the 
feet comfortably and closely. The hug- 
me-spirit pervades every type of pattern. 

“Shoe styles are going fast on the 
curves this season. They have lovely 
curves on the side, on the lamp, and most 
every place. It’s the silhouette and not 
added ornamentation that will count in 
1938. The silhouette is one of the first 
shoe buying guides. 

“In the stock market manner of highs 
and lows we find they’re both right. The 
low pump is the Spring ace. The high 
riding pattern is also a leader—always 
with a low line on the side, cutouts or 
wide open spaces.” 


* * * 


MORE than one part of the Brit- 
ish Empire was represented at the 
National Shoe Fair. We found Mr. 


S. B. May, managing director of 
Intravor, Ltd., London, Eng., there. 
He was buying American shoes to 
sell to smart Londoners. 





"Hello—Blivvie Shoe Factory? We're having trouble with that last shipment 
of kangaroo shoes! 
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This town suit of marine blue 
flannel with widely spaced gray 
striping is set off effectively by 
red rust accessories including 
five eyelet bluchers over a 
medium broad and slightly 
square toed English custom last. 


BBEFORE an audience of 3000 merchants and manu- 
facturers in the Grand Ballroom of the Hotel Stevens, 
Chicago, on Tuesday evening of last week, John 
Reilly, men’s fashion editor of Boot AND SHOE 
RECORDER, gave a detailed analysis of trends in men’s 
apparel and footwear for the coming season. His talk 
was part of a combined men’s and women’s fashion 
show held the third night of the National Shoe Fair, 
which featured a new and rather unusual technique in 
this type of work. Mr. Reilly’s sequence showed six 
models wearing the newest in men’s clothes for street, 
country and beach, with the key shoes for each cos- 
tume. The theme was developed from a fashion and 
promotional angle—the descriptions being given while 
the models were on the runway. 

After the original costumes were described, the 
models were brought back and by means of large nat- 
ural color photographs, alternate shoes for these cos- 
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A STYLE SHOW 


Featuring 


The semi-sport idea for town 
wear is carried out in a pastel un- 
finished worsted, double breasted, 
and a semi-drape model. Dark 
formal accessories and a shoe 
whose slim, long lines make it a 
favorite for street wear with the 
well dressed Londoner assure the 
suitability of this costume for any 
town occasion. 


tumes were shown. Following this, 
a fitting stool scene was enacted and 
the shoe which the salesman sold 
“for this costume” was shown. No 
comment was made, and it was left 
to the audience whether or not his 
choice was a good one. 

Excerpts from Mr. Reilly’s re- 
marks follow: 

“We don’t intend this show to be 
Bond Street, nor Ascot, nor Aintree. 
It is not necessarily Madison Avenue, 
nor North Michigan Avenue; and, we 
are reasonably certain that it is not 
Joe Cook’s corner of Elm and Maple 
Streets. We do hope though that it 
will reflect some of the good points 
of all these places, and we know 
that a man wearing any of these cos- 
tumes will be perfectly safe walking 
alone down any of these streets. 

“We have endeavored to treat this 
picture broadly with a view to bal- 
ancing the formal and informal, the 
town and the country, the business and the leisure, and 
to show shoes for all of these costumes, focussing inter- 
est on them, rather than on the apparel which goes 
with them. 

“American shoe retailers realize today the impor- 
tance of a knowledge of the apparel picture, and at 
least some passing acquaintance with the background 
of its more important fashions. We are facing a most 
critical season in shoe retailing. The mad scramble 
for the consumer’s dollar has become more frenzied 
than ever, while men’s clothing has become more va- 
ried and more interesting to the wearer, and plans being 
made by the promotional genius of the apparel industry 
to entice his dollar from him are more subtle and 
elaborate than ever before. 


THE FUTURE OF THE SPORTS SHOE 


“We must, all of us, make even sharper distinction 
between Fashion and Promotion, and give our con- 
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A Discussion of the Apparel and Shoe Picture 
for Spring and Summer, 1938 







Light weight tropical worsted 
in a gray mixture makes this 
single breasted lounge suit 
one which is destined to en- 
joy great popularity for sum- 
mer wear. Light flexible 
shoes, trim and well tailored 
with custom detailing of the 
toe complete the costume. 





sumers varied shoes for at least the more practical of 
the clothing which they buy. 

“We have been most fortunate for the past few sea- 
sons in having a great thing in the sport shoe It has 
been our mainstay for the past three or four years in 
getting an “extra” sale. But due to a very unintelligent 
promotion and to the whims of a public which was 
only too eager to accept the easiest way, the white 
shoe has become an all-Summer shoe wardrobe. This 
shoe, which we all had hoped would be an extra sale, 
last year became a universal shoe for every costume 
from the business suit to the Summer dinner jacket. 
We must do something to recapture this valuable mar- 
ket, which to a great extent reached the saturation 
point last year. 
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The Average Man... 


Highlights of the buying: at the 
National Shoe Fair 


Whites continue to be the most impor- 
tant single item in sports shoe sales. In- 
creased interest in combinations. Fabrics 
seen in men’s sports types. Interest in 
reversed calf; particularly in trimmed 


shoes. A revival in crepe soles. 


An ingenious sport outfit re- 
flecting the trend toward very 
light tan. Tan gabardine slacks 
worn with a natural cashmere 
sweater and a white linen jacket 
and natural luggage colored 
Summer Shoes of the heavier 
variety help him achieve a so- 
phisticated nonchalance. 


“The oft-predicted arrived and the day of the 
trimmed sport shoe is dawning. All logical reasons 
for the success and popularity of combinations have 
been at hand for some years, more color in clothing 
and the combination of odd jacket and trousers is 
the most popular item in sports attire. 

“Then came the lesson of last year when merchants 
found that to sell sport shoes they had to have entirely 
new and different sport shoes. They awoke to the fact 
that this additional pair; this great builder of sales, 
was no longer an extra shoe, but in reality a full Sum- 
mer shoe wardrobe. New and different types of sport 
shoes fortunately have been developed since last Sum- 
mer, and we will show you some of them presently. 

“The possibility of combinations in sports clothes 
seem to be almost limitless, and if we were clever 
enough to sell them a specific sport shoe for each of 
these costumes, we might revive some of the interest 

[TURN TO PAGE 36, PLEASE | 
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New Ballou Store Boosts Business 


@N Nov. 30, F. E. Ballou & Co., 
Providence, R. I., one of the city’s 
most prominent shoe retailing com- 
panies, opened the doors of its new 
store at 110-112 Westminster Street. 

Opening day was also Providence 
Day, the bi-annual shopping event 


for the State of Rhode Island and 
near-by states, when the city’s retail 
stores are swamped with thousands 
of shoppers. On that day, 1500 per- 
sons visited the new Ballou store and 
boosted business to a higher level 
than for Providence Day of last year. 





CITC 





This sales record was truly remark- 
able when one considers it was “show 
day.” 

During the first 11 days in its new 
store, the company realized a 30 per 
cent increase in business besides see- 
ing many new faces. 

Completely air-conditioned, de- 
cidedly well planned and offering 
greatly increased customer service 
facilities, the new store is a credit 
to Frank E. Ballou, president, trea- 
surer and founder, and his son, 
Harold F. Ballou, vice-president and 
manager. 

Mr. Ballou started the business in 
1880 in a small store at Broad and 
Friendship Streets, where it re- 
mained for four years, moving to 
127 Broad Street, where it held forth 
until 1894. 

In that year Mr. Ballou removed 
the business to Weybosset and Eddy 
Streets, where it remained until mov- 


The walnut finish of the store’s interior 
makes a pleasing background for colorful 


displays. 












rT 


ul 














Left—Two entrances, facilitating 
center displays and departmen- 
talized windows, are distinctive 
features in the new Ballou store. 


Right—Panel displays and a 
color harmony of dark brown 
and buff add to the attractive- 


ness of the women’s department. 


Thirty Per 


ing to the new store. During those 
years, the business expanded many 
times over in personnel, sales vol- 
ume and prestige. 

The present year is the. 58th in 
shoe retailing for Mr. Ballou, who 
displays the energetic, forward look 
of men many years his junior. 

“In planning the new store,” ex- 
plains Mr. Ballou, “we sought to 
present a bigger and better store and 
to give our customers better service. 
We could have remained in our 
former location for three years 
more; we could have quit business; 
but I preferred to carry on. I want 
to die in the harness. I’d rather wear 
out than rust out—so here we are 
in a new store better in every way.” 


The new store is 98 feet long, 35 
feet wide, finished in walnut wood, 
with indirect lighting. All display 
cases are lighted indirectly for bet- 
ter display purposes. Chairs are of 
the chrome type, done in blue and 
old rose for the children’s section, 
dark brown and medium brown for 
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P tanned for Better Service to Customers, the 
New Ballou Store Offers Greatly Increased 


Footwear Facilities in the Modern Manner 


Cent 


The children’s de- 
partment’ contains 
ample space for 
stocking and caring 
for juvenile needs. 


the men’s department, and dark 
brown and buff for the women’s de- 
partment, 

Silhouetted against indirect light- 
ing, prominent trade names in the 
shoe field are featured attractively 
above the ledge of the wall cases. 

The store lay-out separates the 
children’s, men’s and women’s de- 
partments as well as the hosiery and 
tie departments. The cashier and 
wrapping department as well as the 
X-ray machine are centrally located 
to serve all departments. The 
women’s department seats approxi- 


mately twice as many as did their 
former women’s section. 

The street floor houses 8000 pairs 
of shoes while the basement, of the 
same size as the street floor, accom- 
modates 7000 pairs. The basement 















































contains, in addition, a complete 


shoe repairing section, Mr. Ballou 
having pioneered in operating a re- 
pair department in connection with 
shoe retailing by setting up such a 
department in 1898. The shoe re- 
pair department, incidentally, has 
been benefited by the new store, hav- 
ing already done almost as much 
business as in three months at the 
former store. 

The store has two entrances and 
windows are departmentalized, one 
for men’s shoes, another for women’s 
shoes and a third for little folks’ foot- 
wear. The two entrances lend them- 
selves to better center display fa- 
cilities. 

One major advantage of the new 
store has been the selling of better 

[TURN TO PAGE 48, PLEASE | 
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This Young America Day flag can be 
used. in displays and reproduced on 
ads, thereby serving as a symbol of 
National Children’s Week. 


PLANS are under way for the intensive promotion of - 


National Children’s Week, Feb. 14 to 20, with the clos- 
ing Sunday designated as Young America Day. The 
hope of the sponsors is that the Young America Day 
will attain the sentimental and commercial importance 
of Mother’s Day and Father’s Day, and give additional 
sales for the infants’ and children’s wear departments 
at a time when they are most needed. 

That the idea will be given considerable attention is 
assured by the fact that it has the full sanction of the 
National Retail Dry Goods Association and the United 
Infants’ and Children’s Wear Association, the organi- 
zation of manufacturers. 

To shoe stores with children’s departments, a tie-up 
with this promotion should be considered. While it 
should be a good opportunity to pick up some early 
business to help out February, and to be identified 
with promotions participated in by leading dry goods 
stores will be advantageous, the shoe stores’ program 
should be planned with consideration for other events— 
particularly Foot Health Week, which will be May 1 
to 7, and coincides with Child Health Day, Sunday, 
May 1, and National Baby Week, May 1 to 7. 
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N ational Children’s Week Offers a Means of 
Ironing Out the Usual February Slump, and of 
Earning Added Patronage for the Shoe Store. 


It would not be wise to “steal any thunder” from 
Foot Health Week, the big NATURAL in shoe promo- 
tion. Also remember Boy Scout Anniversary Week, 
Feb. 6 to 12, and Girl Scout Anniversary Week, March 
12 to 18, both of which will have the attention of stores 
handling scout foot wear. 

If a cooperative promotion is put on in your com- 
munity, there will probably be a program highlighting 
features of interest to Young America all during 
National Children’s Week. The part you play in this 
will depend upon local conditions. 

The flag idea, sketched so that it can be reproduced 
for advertising purposes if desired, will also serve as 
decorative idea for your windows when reproduced as 
an actual flag. This can be painted on sign cloth, 
fiber board, or developed in richer materials with 
lettering and illustrations sewed on for stores desiring 
something finer. 

In a series of small ads, use the flag with such per- 
tinent paragraphs as:—(Store Name) “Shoes—A Gift 
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Welcomed by Young America”—“The Best Gift for 
Young America (Store Name) Shoes”—“Young Ameri- 
cans will put their best feet forward in (Store Name) 


Shoes”—“Top of your gift list for Young Americans 
(Store Name) Shoes.” 


STORES that want to go in for a more elaborate and 
interesting display that will get a great deal of atten- 
tion can use a promotion built around “Young Amer- 
ica” as represented in the juvenile stories through many 
years. Beginning with the Pilgrim Children, make 
sketches of children in the costumes of the various 
outstanding eras in national life. Your local library 
probably can help you out with this, by finding pic- 
tures that can be photographed. Historic societies are 
another source of information and inspiration. From 
their angle, the “Young America” story might be de- 
veloped to include sketches and costumes, or photo- 
graphs of costumes, of youngsters of various genera- 
tions of local people. 

Such a story, combining local history with the interest 
always created by echoes of older days and ways, 
would undoubtedly get a lot of attention and comment. 

If you want to get into the contest angle, you can 
give prizes for the best letters by boys and the best 
letters by girls: | 

“Young Americans 
Win FREE Prizes by Writing a Short 
Letter During 
National Children’s Week” 


“We're going to give prizes to boys and girls 
who write the best letters of one hundred words 
or less telling ‘Why Young Americans Should 


Wear (store name) Shoes.’ ” 


Then follow with a list of prizes, splitting them up so 
that there are numerous smaller prizes rather than just 
one big prize. Also include the customary rules as to 
writing plainly on one side of the paper, printing name 
and address at the top of the first page, and getting 
letter in by a certain time. Also mention judges and 
that the letters will become the property of the store to 
use in advertising and display, and that the writers of 


NATIONAL CHILDREN’S WEEK 
FEBRUARY 14-20 


Manufacturers and Retailers of Juvenile 
Apparel Collaborate on New Promotion with 


which Shoe Stores Can Tie in Profitably 
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By R.E. ANDRUSS 


letters so used will receive a certain amount—possibly 
a coupon entitling them to a reduction in shoes pur- 
chased. 

With a program covering these three points—the 
flag decoration, the historical sketches, and the contest— 
you can build up as simple or as elaborate a program 
as you may desire. You can participate in the National 
Children’s Week Promotion without going in for any- 
thing that would detract from your bigger and more 
important promotion for Foot Health Week. 

Since Boy Scout Week and Girl Scout Week occur 
when they do, the program scheduled for these events 
can very well be interwoven with National Children’s 
Week. In addition to the frequently used displays of 
handcraft, the store could designate certain days as 
Boy Scout Days and Girl Scout Days. If you have 
other local children’s clubs or societies of importance, 
these, too, can be allotted certain “days.” Whether the 
idea of giving a percentage of the day’s business to 
the featured group is practical, you can best decide. 
Perhaps just having the days dedicated to the various 
groups will be enough. 

Whatever you do, don’t overlook the effective dis- 
play of your shoes for children, planned and arranged 
to dramatize the features of the shoes, and the efficiency 
of your service, dwelling upon the idea that here is the 
very best gift that youngsters can receive on Young 
America Day. This is essentially a selling idea—featur- 
ing all types of children’s wearables as presents—and 
it’s up to the shoe merchant to make a play for his 
share of the business also. 

To your customer list we suggest sending a letter 
reading: 

Dear Madam: 

Sunday, February 20th, has been set aside as 
Young America Day—a day especially for the 
youngsters, just as Dad and Mother have their 
“days” a little later on. 

When you select gifts for your children, remem- 
ber they will appreciate new shoes—they always 
like them. And—since they’re sure to need new 
shoes for Spring, what better gift could you pos- 
sibly think of than (Store Name) shoes? 
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THE most significant fact that came out of the Na- 


tional Shoe Fair was a close range policy of buying. » 


When you sift 12,000 shoe men through a sieve that 
has over 1000 sample rooms, to get a solitary nugget 
of truth you’ve some idea of the job involved in coin- 
ing those five words—close range policy of buying. 

That’s the truth nevertheless for the buying was 
largely for Spring and up to Easter with practically 
no commitments by individual merchants and few by 
chain store operators for Summer shoes. Many men 
attributed this policy of close range buying to the 
remarks made by Percy S. Straus, in answer to the only 
question that was asked him: “What is your buying 
policy?” And his reply: “At Macy’s, we usually place 
orders six months in advance but this season we plan 
three months ahead, for our optimism is restrained by 
our good judgment.” 

But Straus was simply echoing the natural opinion 
of all the shoe merchants present; and for that matter 
—all business in all lines—for the general feeling is: 
“Let us live this quarter and let the future take care 
of itself.” It may be short-sighted-—but it is safe. The 
immediate first quarter of 1938 is a big enough bite 
for the country to take—even though it may be to the 
advantage of production to have “future” orders of 
Summer shoes, as in former seasons. 

Another general observation was: “Don’t lay this 
year’s figures down against last year’s mountains and 
hope to find increases.” In the first quarter. of 1937, 
shoe manufacture was as follows: 37,000,000 pairs in 
January, 39,000,000 pairs in February and in March, 
46,000,000 pairs—an all high quarter record, with 
April containing above 39,000,000. That cannot be 
duplicated in 1938 because these tremendous peaks, 
followed by deep valleys, have a bad economic effect 
on production and prices. 

In 1938 we can look for a fair, sustained volume of 
shoes, month by month, through the year, because 
buying will follow the cautions developed under a 
political economic set-up, such as we are under in 
America today. In the past two years government 
assumed economic responsibilities which it cannot con- 
tinue to discharge. The bonus of two years ago was the 
thing that started off this high rate of purchasing power 
in every line of business in America. But government 
spending in 1938 will be for relief, work projects and 
armament .. . all artificial stimuli to create employ- 
ment opportunity. 





- 
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OUTLOOK 


Close Range Policy of Buying 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


We look for less muddle and meddle with business 
because the country won’t tolerate it. It will just let 
the avalanche of words flow by and keep right on doing 
the best it can under the common circumstances. 

There is only one paramount problem in 1938— 
keep men at work and try to restore hundreds of 
thousands of men to payroll—for that’s the true pur- 
chasing power of America and it will not be denied. 
We believe that the severity of the economic crisis is 
over and that there are forces at work to bring sanity 
to the situation. 

It was indeed a healthy thing to have a large part 
of the responsible shoe business together at the Na- 
tional Shoe Fair at the opening of the year. The 
general tone was conservatively optimistic. Let’s hope 
that factory men returned to their plants with fair 
business for the opening months; that merchants re- 
turned to find that 1937 was almost generally in the 
black and that each and every one discovered new 
shoes and new promotions to stimulate public interest. 
For that was the purpose of the gathering. 

We are shaking down our conventions from 37 held 
in 1930 to a mere handful in 1938, with one outstand- 
ing meeting—the National Shoe Fair. Other indus- 
tries still muddle along with a hundred and one shows 
that consume time, retard trade and set up dams against 
the flow of orderly business. We are getting to be a 
work-and-results trade and it is a good thing, for after 
all, a big show is a tonic, an inspiration and an oppor- 
tunity to see new things and meet many men; but the 
real work of the trade is done close to home by sales- 
men and merchants talking in terms of sizes and early 
delivery dates. All of us have got to get very close to 
the customer at the point of sale—the fitting stool. 

In 1938 there will be no dumb merchants, anywhere, 
for they will not walk like sheep into the pens for 
shearing. They have been made smart by necessity. 
They know what’s going on through wide reading and 
close study of their own particular business. They are 
going to buy only what they can sell. They are going 
to discount words, particularly governmental words, 
and look for action face to face with the consumer. 

We are doubly fortunate to be in a necessitous in- 
dustry and that term is used with appreciation of 
style, good shoes and good values. 
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SELLING 


for Shoes 





GOODYEAR 


@Any shoe acquires a decided sell- 

ing “edge” when equipped with 

either of these two tough, handsome 

Goodyear heels. The great name they 

GOODYEAR bear is taken by shoe customers as an 


added assurance of money’s-worth. 


WI NG FOOT \ Shoe manufacturers who use these Good- 
| . year heels on their products indicate defi- 
- nitely that no compromise is made with the 

quality of their shoes. 


Keenly aware of the higher quality and 
greater sales appeal contributed by Good- 
year heels, shoe manufacturers gladly pay 
more for these heels — to help you sell 
their shoes. 


THE GREATEST NAME IN RUBBER 


SYEAR 


MORE PEOPLE WALK ON GOODYEAR HEELS THAN ON ANY OTHER KIND 
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A PLEA For 


BUSINESS 
HARMONY 





Resolutions of N.S.R.A. Urge Team- 
work for Progress:—Concern of En- 
lightened Government Seen as Har- 
mony Between All Classes and Groups 
Within Its Jurisdiction. Shoe Industry 
Ready to Cooperate to Fullest Extent 


to Consolidate Constructive Factors. 





OFFICERS ELECTED 


Harry E. Fontius ........... Fatser tere President 


Albert Wachenheim ............... Vice-President 
Rs. 5. kins coco wer amy ee Vice-President 
eee as 8. i eneee Sao ace Vice-President ° 
ne eee Vice-President 
ce ad ee Treasurer 
L. E. Langston ...... _. Executive Vice-President 





RESOLUTIONS 


S*WVHEREAS the voice of the country is best heard 
through associations, the National Shoe Retailers’ As- 
sociation of America, after considered thought and con- 
ference, wishes to express its views on the present eco- 
nomic and political conditions of the country, while 
assembled in annual meeting, at Chicago, Jan. 3, 4 and 
5, 1938. 

“We make this official utterance in the conviction 
that, since the shoe industry is the most perfect, demo- 
cratic form of competitive endeavor, our opinions will 
therefore receive the favorable attention of thoughtful 
men and women both in Government and out of it. 
Therefore, be it 

“RESOLVED that we believe it to be the province 
of Government to pass constructive, progressive laws 
that give equal opportunities to all and special privi- 


BOOT AND SHOE RECORDER, January 15, 1938 





HARRY E. FONTIUS, 


Newly-elected President, National Shoe Retailers’ 
, Association. 


leges to none. We condemn that regimentation which 
destroys individual initiative, albeit this individual 
initiative has faults that should be corrected and kept 
within reasonable bounds, but it is not reasonable to 
punish 95 per cent of men of good will because of the 
transgressions of a small 5 per cent. Is is not “better 
to bear those ills we have than fly to others that we 
know not of?” Be it further 

“RESOLVED that we believe Government should 
direct its whole attention to producing harmony among 
its people in all walks of endeavor and through this 
harmony to procure team work, without which no 
country can be constructive, happy or prosperous. 
Without team work no ball team can win games. 

“We believe to produce this harmony in the nation 
as a whole is the very first concern of enlightened Gov- 
ernment and a true sign of great leadership. Conflict 
between classes is as destructive as war on the battle- 
field, and, like war, can lead to no constructive results. 
War between factions destroys confidence and creates a 
pessimistic outlook. No constructive force can be in- 
itiated without the return of that confidence and faith 
in our institutions that have made our nation great. 
Be it further [TURN TO PAGE 38, PLEASE] 
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Dr’ Scholls 
ZLino-pads 


124% IN FREE GOODS 
$4.00 DEAL $5.60 DEAL 


ON STANDARD WHITE ON NEW DE LUXE 
CONSISTS OF Packed in CONSISTS OF 


1% Doz. Boxes for Corns Display 1% Doz. Boxes for Corns 
¥Y, Doz. Boxes for Callouses ro » 4, Doz. Boxes for Callouses 
Y, Doz. Boxes for Bunions ontainer Y, Doz. Boxes for Bunions 


Y, Doz. Boxes for Soft Corns Y, Doz. Boxes for Soft Corns 


3 BOXES FREE (Corn Size) With Each Deal 


Order Two Deals and 
Get This Dispenser FREE 


You may order Two DE LUXE Deals, 

or Two STANDARD WHITE Deals, 

or one of each, 
This New Dr. Scholl Zino-pad all metal COUN- 
TER. DISPENSER, reproduced at the right, will 
instantly appeal to you for its extraordinary atten- 
tion-getting value. The two feet, showing the 
various uses of Dr. Scholl’s Zino-pads, are em- 
bossed and stand out in bold relief. 


OFFERS EXPIRE FEBRUARY 15, 1938 .e | Pidib 616 
Take immediate advantage of this FREE GOODS pe | Depth 614" 
DEAL on Dr. Scholl’s Zino-pads. They are sell- saitatacevaitinas | Height 11349 


ing faster than ever before. Our 1938 advertising 
campaign in the Magazines, Newspapers, Roto- THE SCHOLL MFG. CO., Inc. 


gravures, The American Weekly and This Week Makers of Dr. Scholl’s FOOT COMFORT Appliances and Remedi 
is bigger and more impressive than ever. 213 W. Schiller St., Chicago 62 W. 14th St., New York 


THIS MEANS PROFIT FOR YOU! DON’T DELAY! ORDER NOW! 














FOR YOUR 
— LIFE 





















- A NEW S&LLING FEATURE 


te 34¢Dimension tn Shoe Sitting 


GUMTURT DEPTh 


Buyers, here’s your opportunity to cash in on the most 
sensational development the shoe industry has seen in 
years! 


It’s comfort depth . . . the ‘3rd dimension’ in shoe 
fitting made possible by Onco, the new Self-Conform- 
ing Innersole. 


Your clientele will be quick to appreciate this new 
feature in your line . . . for here at last is an innersole 
that instantly conforms to the individual shape of any 
foot. “Old shoe” comfort in new shoes becomes a 
reality . .. an experience your customers will enjoy from 
the first time they try a shoe on. Onco is also perma- 
nently flexible, strong, durable . . . and quickly dispels 
moisture caused by excess foot perspiration. Moreover, 
its quality is always absolutely uniform, 


You can easily obtain Onco Self-Conforming inner- 
soles for your 1938 line now by specifying ‘‘Onco”’ on 
all shoe orders. Manufacturers will gladly furnish this 
superior innersole at no extra cost to you. 


How You Can Identify Onco 


These new Onco Innersoles all have the Onco trade 
mark plainly stamped over the surface. Placed there for 
your protection, it is your guarantee of ‘‘third dimen- 
sion” comfort. 

Manufacturers who haven't already received samples 
of the new Onco Self-Conforming Innersole are ad- 
vised to get in touch with any of the following Brown 
Company offices: Boston - New York - St. Louis - 
Portland, Me. In Canada: Brown Corporation, Mon- 
treal - Agents in countries throughout the world. 





The Oreo Spneriole makes possible the 34¢Dimension in Shoe Fling 
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Southwest Buys for Spring 


Confidence Prevails at Texas-Oklahoma Convention, Following 
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Prosperous Retail Season— Merchant's “Play Safe” on Styles 


Fort WortH, TExaAS—New outstand- 
ing shoes were approved by substantial 
orders at the annual joint convention 
of the Texas-Oklahoma Shoe Retailers 
Association and the Southwestern Shoe 
Travelers Association held in Fort 
Worth on Jan. 10, 11 and 12. Practical 
suggestions by L. F. Tuffly, past presi- 
dent of the N. S. R. A., and Fred L. 
Hasey, general manager of Walk-Over 
stores and departments, that buyers 
place their commitments on paper im- 
mediately, met with responsive action. 
They did buy, especially on the new 
things. 

The largest and most representative 
group of buyers ever assembled at a 
Texas convention came from all parts 
of the state and from New Mexico, 
Oklahoma, Mississippi, Louisiana and 
Tennessee. They viewed over 50,000 
pairs of samples in the 235 display 
rooms. A real spirit of optimism pre- 
vailed, for this section had an excellent 
1987 trade and the early Spring busi- 
ness is off to a good start. 

Shoes bought in goodly numbers in- 
cluded the new mesh material which 
looks like a crocheted weave, some ten 
ways, others at least four to five ways; 
that new innovation in flats, those 
shoes with a wooden wedge heel de- 
veloped in both sandals and oxfords 
in all materials from the suedes to 
pig and pastels, petitpoint embroidery 
on mesh, wool flowers on mesh; Mexi- 
can type woven sandals, drape and 
knotted sandals especially in the new 
dark base prints, middle sole shoes in 
sport sandal types, python and reptiles, 
black patent leather for immediate and 
after Easter. Nobody bought tricky 
shoes, trying to pick long shot winners, 
because of the great variety of patterns 
and colors, all of which had the 
proper fashion background. 

Miss Rhea Nichols, fashion authority 
for the Allied Kid Co., presented the 
new drape shoe for the first time to 
any audience. Buyers agreed with Miss 
Nichols’ prediction that this pattern 
would develop considerable momentum 
which would last through next Fall. 

Great impetus to play clothes on 
account of the Hollywood influence is 
seen by this fashion observer. Next of 
importance, in her.estimation, are the 
formal things for afternoon wear. 





by HARRY R. TERHUNE 
Field Editor 





L. H. GRAVES 


New President, Texas-Oklahoma. 
Shoe Retailers Association 


Parisian blue is cutting into navy, 
while considerable emphasis should be 
given to copper tones. Patent leather 
is opening strong and will be tremen- 
dous. Prints, especially prints with 
many colors, will be good if promoted 
right. Bandanna handkerchiefs and 
shoes of the same material will appeal 
to the younger set, Miss Nichols be- 
lieves, 

At the Monday luncheon an open forum 
style was presided over by Lee Langs- 
ton, executive vice-president of the 
N. S. R. A. Harry R. Terhune of 
Los Angeles, field editor of BooT AND 
SHOE RECORDER, in bringing “Styles 
from the Cinema World,” said in part: 
“Technicolor experts are raving over 
the new greens they have been able to 
bring to the screen in women’s clothes. 
See them in ‘Robin Hood,’ which will 
be released in a few months. We have 
already had three seasons in which 
green shoes did not fit, so I am not 
advocating green shoes, but be pre- 
pared to have what goes with green. 
Skirts will be kept from 12 to 13 inches 
from the floor for two reasons—one, 


the left and the other, the right leg. 
A woman is only a woman, but a 
motion picture star is a clothes horse. 
Short skirts do not become their per- 
sonalities, so are definitely out. 

“T predict a great sportswear season. 
High color, high styles and a high de- 
gree of comfort in footwear. Men and 
women are becoming more and more 
cutdoor minded. Hollywood’s influence 
in motion and fashion pictures has 
shown the public new ideas in bright, 
colorful, comfortable, yet smart clothes 
and shoes. This is the definite reason 
for the big sportswear demand. The 
swing to the pastel dresses will mean a 
much more colorful shoe season. Shoes 
will not match, so be prepared for those 
dark base prints and for patent leather 
all through the spring. Shoes will be 
the dominant accessory due to the plain- 
ness of the dresses.” 

It was the consensus of opinion at 
this representative forum that white 
shoe sales in the fashion types will 
be some 25 per cent less than last year, 
while in the basic shoes a normal de- 
mand will be experienced. White pig 
is considered very good for early pro- 
motion, to be followed by the white, 
smooth leathers. For colors, black is 
first, then the blues and the copper 
tones, terra cotta, cinnabar, roseberry, 
and strawberry shades of the tan 
family. Many shades of tans will be 
needed in every store to satisfy the 
normal demand. Open toes. are 
stronger in every type of shoes from 
formal to basic kinds. Heels are to be 
closed. 

For men, featherweight and venti- 
lated shoes are steadily gaining favor, 
while the all-over white, together with 
the brown and whites are predicted to 
satisfy the growing demand for sports- 
wear. The scope of future Texas con- 
ventions will be greatly enlarged be- 
cause of the assurance of executive 
vice-president Lee Langston, of the 
N. S. R. A., that the full support and 
cooperation of the national association 
will be given to the Texas association. 
This means that the national body will 
bring to the convention many of the 
educational features not heretofore pro- 
vided, also the N. S. R. A. will aid in 
providing nationally known speakers to 

[TURN TO PAGE 38, PLEASE] 
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Of Shoe 


Wire President Roosevelt: 


EN a telegram to President Roosevelt following its 
Annual Meeting held in Chicago at the Stevens Hotel, 
the National Council of Shoe Retailers pledged its 
fullest cooperation “in a program to produce a greater 
national income and a wide-spread distribution of that 
income” which the President had mentioned as the 
ultimate solution of the nation’s economic problems in 
his message to Congress on the previous day. 

In a formal resolution adopted at its meeting, the 
National Council placed itself on record as “in full 
agreement with the basic aims of increasing the income 
and standard of living of the people of this country, 
particularly the one-third which the President has 
described as ill-clad, ill-nourished and ill-housed.” 

In its resolution and telegram to the President, the 
Council expressed the hope, however, that when spokes- 
men for the Administration such as Assistant Attorney 
General Robert H. Jackson and Secretaries Wallace and 
Ickes, refer to high prices and price increases as causes 
for business recession they will draw a clear distinc- 
tion between retailing and other types of business. 


ADOPTION of the resolution and the decision to wire 
President Roosevelt followed the address of Ward Mel- 
ville, president of the Council, who said: 

“Retailers as representatives of the consuming pub- 
lic, directly in touch with consumers every business 
day of the year have steadfastly resisted the price in- 
creases which Mr. Jackson and other Administration 
officials cite in their recent addresses as causes for in- 
dustrial decline, and retailers have, in fact, through 
increased efficiency in distribution, passed on to the 
consumer substantial savings, resulting in lower rather 
than high prices. It is proper that retailers should 
point out that although, as Mr. Jackson states, cement, 
steel and lumber prices are higher than in 1929, the 
prices in retail stores on nearly all types of consumer 
goods are lower—shoe prices being more than 15 per 
cent lower than in 1929, and the value which the con- 
sumer gets for a dollar spent for shoes being greater 
today than it has ever been. 


“For the sake of the record and in the interest of 


National Couneil 
Retailers 


“The value which the customer gets for a dollar 
spent for shoes is greater today than ever.” 
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WARD MELVILLE 





Officers and directors of the Council elected at 
the annual meeting are as follows: 

Ward Melville, Melville Shoe Corporation, presi- 
dent; George L. Smith, G. R. Kinney Co., first vice- 
president; C. H. Feltman, Feltman & Curme Shoe 
Stores, Inc., second vice-president; A. A. Gallen-— 
kamp, Gallenkamp Stores, third vice-president, and 
M. L. Friedman, A. S. Beck Shoe Corp., treasurer. 
Directors: Frank Butterworth, Spencer Shoe Corp.: 
Harry Edison, Edison Bros.; F. A. Miller, Miller- 
Jones Co.; Lawrence Merle, Endicott-Johnson Corp.; 
L. B. Sheppard, Sheppard & Myers, Inc. 


William Girdner is the executive secretary. 





the 35-billion dollar retail trade, we hope that Adminis- 
tration spokesmen, when they talk about ‘rigid prices’ 
to ‘consumers’ will make it clear that they refer 
primarily to durable goods industries selling to indus- 
trial consumers, contractors, and other business men, 
rather than retailers selling to individual consumers. 
Retail stores are ‘business’ to millions of consumers, 
and the retail trade is likely to suffer unless the exact 
use of the words ‘prices’ and ‘consumers’ is made 
clear.” 

In his address, Mr. Melville cited the remarks of 
Assistant. Attorney General Jackson before the Con- 
sumers’ National Federation on Dec. 11, when Mr. 
Jackson said: “Although the consumer’s income is 
about a third less than it was in 1929, big business is 
asking the consumer to pay more for his goods than 
he did in 1929. If a consumer wants to build a home, 
he must pay 11 per cent more for cement, 5 per cent 
more for steel, 4 per cent more for lumber than he 

[TURN TO PAGE 37, PLEASE] 
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when the toes are built with CELASTIC. 








. . . That is one important reason 
.why women who have worn shoes 
with these invisible features of com- 
fort instinctively ask again for the 


same make of shoe. 


THE QUALITY BOX TOE 
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MINNEAPOLIS — Optimism dominated 
the annual convention of the North- 
western Shoe Retailers Regional Asso- 
ciation, Jan. 9 to 11, in Minneapolis, 
where dealers and exhibitors talked 
business over the largest display of 
shoes ever assembled in the Northwest. 
The year 1938 has a promising out- 
look for the shoe men, with exhibitors 
reporting more orders than for sev- 
eral years and retailers declaring they 
were buying for a good Spring busi- 
ness. 

Dealers, questioned at the conven- 
tion in the Hotel Radisson, asserted in 
most cases that they were adequately 
stocked on staple shoes, but that they 
were open for Spring sports styles. 
Grays and two-tones in men’s shoes give 
promise of becoming very popular. 
General comment of the exhibitors 
disclosed a substantial increase in 
orders, with some admitting two or 
three times as many shoes sold as in 


best we ever had.” 


New Officers Elected 


Elections closed with Eli L’Esperance 
of Grand Forks, N. D., as president, 
succeeding O. H. Schuler of Minne- 
apolis, and H. S. McIntyre, reelected 
secretary-treasurer. 

New vice-presidents are Howard San- 
drum, Devil’s Lake, N. D.; Arthur 
Johnson, Sioux Falls, S. D.; W. C. 
Koch, Osceola, Wis., and H. C. Hart, 
Long Prairie: Named to the board of 
directors are A. R. Crohn, Williston, 
N. D.; Harry Lampe, Huron, S. D.; 
E. A. Rice, Lacrosse, Wis., and Roy 
Sorenson, St. Paul, Minn. 

Main speakers at the three-day con- 
vention were Congressman Wright 
Patman of Texas, and Miss Kate 
Arlene Goldstein, fashionist for the 
A. C. Lawrence Leather Company of 
New York City. 

Mr. Patman, part author of the Rob- 
inson-Patman law, explained two new 





recent years and a few claiming “the 
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bills of interest to shoe retailers—one, 
HR4722, to separate manufacturing 
from retailing by prohibiting manufac- 
turers from going into competition 
with retailers, and the other a proposed 
amendment to the Clayton Act of 1914, 
which would make it unlawful for any 
corporation, chain store or mail order 
house to engage in retail distribution 
in other than its original State, unless 
specifically permitted by the Legisla- 
ture of each State. 

“HR4722 really originated in Min- 
neapolis,” Mr. Patman said. “Your Mr. 
McIntyre first spoke to me about it, 
and I finally introduced it into Con- 
gress to prevent manufacturers from 
going into competition with retail cus- 
tomers. Shoe retailers are giving it 
strong support. The manufacturer who 
sends some man down from New York 
to run a competing business is against 
| a 

Amendment to Clayton Act 


The amendment to the Clayton Act, 
which will be introduced in the pres- 
ent session of Congress, will be made 
operative under the Federal taxing 
power, he said. The bill is required, 
he asserted, because the American peo- 
ple are ready to encourage local 
business as against absentee owner- 
ship. 

Discussing consumer cooperatives, he 
declared, “A cooperative that goes into 
competition with private business is all 
right so long as it pays taxes and has 
the same responsibilities as the inde- 
pendent business man. But it has no 
right to ask for more.” 

Miss Goldstein’s talk shifted atten- 
tion back to shoes—styles, patterns, 
colors and the importance of being pre- 
pared to match or contrast with dress 
colors. 

She listed the pump, sandal, gored 
pattern and tie as the “big-timers of 
1938.” 

Low lines will be standard for prac- 
tically the whole Spring shoe family, 
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ABSENTEE COMPETITION OPPOSED 


Representative Wright Patman Tells Northwestern Shoe Re- 
tailers of Bills to Restrain Factory Ownership and Require State 
Permits for Mail Order Houses—Eli L’Esperance, of Grand 


Forks, Elected President for the Coming Year 


(Special Dispatch to Boot AND SHOE RECORDER) 


she predicted. The shoes will have the 
“hug-me-tight” look, and at the same 
time will be easier to slip on and off. 
Comfort will be of prime importance 
in all types. Mae West curves will be 
revealed in soft feminine scallops, bows, 
embroideries, draping and pleating. 
Silhouette, not added ornamentation, 
will count this Spring. 

As for color, -Miss Goldstein pre- 
dicted a landslide for blue, after the 
early splurge of black. Copper is to be 
promoted in large, medium and small 
cities and towns, with strawberry mak- 
ing limited sales. These hues will be a 
smarter combination for 1938 than a 
matching beige or gray shoe. 

In a question-answer period Miss 
Goldstein, asserting that most dealers 
would have trouble carrying gray and 
beige shoes to match dresses, urged 
them to show customers colors that 
would be a correct contrast. If they 
were able to supply the match, she said, 
showing a contrast color might clinch 
a second sale. 


Contrast with Navy Blue 


Borrow a display from a neighbor 
dress shop, she advised, and show the 
contrast possible with a Navy blue. 

In closed meetings, the convention 
delegates adopted resolutions affirming 
support of the two bills Mr. Patmen is 
sponsoring in Congress. It also author- 
ized requesting the Federal Trade 
Commission, in the name of the asso- 
ciation, to investigate alleged infrac- 
tions of the Robinson-Patman Act in 
the territory. 

By mutual consent, Iowa retailers, 
taken into the association nine years 
ago, withdrew to form their own State 
association. The Northwest association 
will revert to the organization it had 
before Iowa joined. 

St. Paul was voted the 1938 conven- 
tion city. 

Charles F. Englin was master of 
ceremonies at the annual banquet. 
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With Prints and Pastels 
For Easter Parades 


For Summer in Town - - - 


With the actual arrival of spring, a lighter note creeps into 


the fashion picture. Silks blossom into print, pastels appear on the 
street, hats burst into flower, and shoes automatically must be lighter, 
gayer. For promotion in this pleasant season, we recommend shoes 
draped of New Castle Kid. It is supple, workable and infinitely 
lovely in Parisian Blue, 1360, Carnation Red, 1475, or Indies 
Brown, 172. Patterns illustrated designed by VAMOS. 


New C,ctle a Allied Xd © kus 


100 Gold Sect, New York City 
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SURPASS SUEDE KID 
ALREADY COMES IN: 
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ON SURPASS KID 
IN COLORS 


Swing into style, swing into profits with 
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A Style Show 


in these sort of shoes. A legitimate 
combination rarely kills a white sale, 
but the crimes that are committed at 
the fitting stool, in the name of these 
so-called “unusual sport shoes” are 
legion. If intelligent promotion were 
used in selling sport types and com- 
binations, we would not have to go far 
afield to import foreign freaks in the 
form of sandals, peasant shoes and 
whatnot to rip the hose of those of our 
customers who were fortunate enough 
to be able to keep these freaks on their 
feet. These extra pair things can be a 
menace when their long range effects 
on the entire Summer business has not 
been carefully analyzed and their fit- 
ting qualities predetermined. 


“Different” Sport Shoes 


“We do not mean to decry the pea- 
sant, Tyrolean and Norwegian influ- 
ence. These actually are reflected in 
men’s sport shoe lasts and trims, and 
crystallize in the squarer foreparts 
which are so important in this year’s 
sports types. 

“What are some of the points. that 
make these “different” sport shoes? 
Well, there is a good story in trims— 
the use of two-tone fabrics in heavier, 
sturdier sport shoes, in colors other 
than white, combined with medium 
toned and darker contrasting fabrics. 
Then there is the use of black as a 
trim, with the mysterious gray that 
no one seemed to sell, but everyone 
seemed to wear last year. Larger areas 
of trimming and inlays of darker 
colors on more conservative types meet 
a further advance. A pronounced in- 
crease in the number of perforated 
types will be seen this year in the 
fashion-acceptable shoes. You may 
look for an increase in fabrics, too, 
both in closely woven materials for 
lightweight shoes and in sturdy bas- 
ket-weave fabrics in colors. We are 
reliably informed that the number of 
colored, lightweight, washable suits al- 
ready cut for next Summer selling is 
beyond belief; and you may be sure 
that they will affect still further the 
sale of these colored fabric, gabardine 
and mesh shoes. 


Interest in Reversed Calf 


“There is renewed interest in re- 
versed calf—particularly in the better 
grades. It finds splendid expression in 
trimmed bluchers and in wing-tipped 
brogues. Lighter colored boarded and 
grained calf is used extensively on it 
and some reptiles are seen for overlays 
on vamps, quarters and lace stays. 

“For town we are going to show a 
very remarkable shoe inspired by Lon- 
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Featuring the Average Man 


[CONTINUED FROM PAGE 17] 


don, and so good that it has appeared 
almost overnight in at least six of our 
American lines. It, too, is a classic and 
it’s merely in the exeellence of its de- 
tailing that its newness lies. We have 
had the wood, we have had the mate- 
rial, and we have had the pattern for 
years, but it remained for London to 
show us how cleverly they could be 


combined and what a dignified shoe 


results. Here is one case in which 
retailers should find no qualms in pro- 
moting an English type of shoe and 
giving full credit to the original source 
for its creation, for here is a shoe 
with a fashion background, and you 
will have one with enough promotional 
possibilities to sweeten any window or 
brighten any ad. 


A Heavy Weather Shoe 


“We are going to show you a shoe 
that started in town as a heavy 
weather shoe and went to the country 
to become the most attractive spectator 
sport shoe that we have seen in some 
time, and a shoe, or rather a leather, 
that started in the country and which 
has come to town in a big way in 
spite of the fashion experts and the 
dark words with which they relegated 
it to strictly country wear. 

“We are going to show you six 
models, each wearing very important 
costumes and the correct shoes for 
them, in scenes dramatic and other- 
wise, which suggest the time and 
place of their use. To do this it be- 
comes our pleasant task to bring back 
to the platform again the young ladies 
you have just seen, for they are the 
atmosphere—but please remember that 
it is the men in the case and the shoes 
which they are wearing to which we 
direct your attention. 


American Shoes, of American 
Leather 


“Incidentally, all of the shoes we 
are showing tonight are American 
made shoes, cut from American leath- 
ers and built on good fitting American 
wood. When we speak of English 
brogues and English custom lasts and 
toes, we mean these terms generically 
and with a nod to the promotion de- 
partments, which have built up such an 
acceptance of these terms in your 
minds and the minds of the consumer. 
All these shoes might very well be 
in-stock shoes with anyone of our high 
and medium grade manufacturers; cer- 
tain of these may be found in repre- 
sentative volume lines. 

“Still later we will show you, with 
the aid of natural color photographs, 
projected on the screen, the alternate 


shoes for each of these six costumes, 
and then we will show you the shoe 
which the store sold as correct. In this 
last classification, we leave it to you 
to decide which are the correct shoes 
and which are the P. M.’s. I think by 
now the models are ready—but, before 
we start, there are certain credits 
which must be given to manufacturers 
outside the shoe industry who have 
given us such wholehearted and ready 
cooperation and have permitted us the 
use of the apparel and accessories 
which we are showing tonight. 





Jay Thrope Featuring 
Exclusive Models 


MiaMI, Futa.—Jay Thorpe, opening 
for the season on Lincoln Road, has 
some exclusive models that H. Schen- 
dell, manager, predicts will meet with 
a big response. He is basing this pre- 
diction on the acceptance already ex- 
perienced by these shoes. 

Outstanding is a saddle strap open 
heel, open toe flat heeled sandal. Par- 
allel straps two inches wide cover the 
ball and instep. Two narrower straps 
buckle around the heel. Straps are of 
doeskin interlaced with color to resem- 
ble a basket weave. White with red and 
white with blue combinations have al- 
ready proved themselves good sellers. 
This sandal is so different from any 
others seen on the Road, that it is ex- 
pected to meet with a lot of action. 

They are also showing the moccasin 
type in a number of shoes. The mocca- 
sin is adjustable and very becoming to 
the average foot. One called the “Mo- 
hawk” has a laced band over the welt- 
ing, is unlined and has an extremely 
flexible sole, in spite of a steel shank 
and a military built up heel. The 
tongue is adjustable. It is available in 
a number of combinations, all white 
doeskin, rust, rust and green combina- 
tions, navy, black and others. 

Another version of the moccasin is 
combined with the classic pump in doe- 
skin and calf. The moccasin tongue 
is laced into the vamp with a tiny 
leather thong and bow on the top. The 
lacing carries over into the tan calf 
quarter. This is good in a number of 
colors. ; 

A new shoe that has much to recom- 
mend it is a white doeskin with a diag- 
onal front in quilted effect, edged with 
very narrow piping of white lizard 
which simulates lace and gives a dress- 
maker touch to the shoe. This shoe 
is recommended particularly for the 
heavy woman because it flatters her 
ankle and makes it appear more slen- 
der. This model is a favorite with the 
woman who likes a pump but cannot 
wear one because it cuts the instep. 
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did in 1929. For some building materials, he must 

pay even 100 per cent more than he did in 1929. How 

can we have a housing program under such con- 
ditions?” 

“We can echo Mr. Jackson’s question,” Mr. Mel- 
ville said, “but we must point out to him that when 
he makes the statement that ‘big business’ is asking 
consumers to pay more for their goods than they did 
in 1929, he should qualify it immediately and more 
definitely than he has done here—by stating that only 
some parts of business have done this, and that these 
are primarily durable goods industries. The manu- 
facturing industries which serve the consumer through 
retail stores have never, on the whole, asked consumers 
to pay anything like 1929 prices.” 

Mr. Melville placed great emphasis on the fact that 
“retailers do not wish to reduce prices at the cost of 
labor.” He said: 

“Although the leading retail distributors of the coun- 
try are thoroughly in accord with Mr. Jackson’s basic 
high-volume, low-price thesis, they do not wish to have 
these lower prices as the result of decreased returns 
for labor. The retail trade is the most competitive area 
of industry today, but retailers do not wish to compete 
at the expense of labor. Nor do they wish for manu- 
facturers who sell to them to compete at the expense 
of labor. 

“Lower prices, when they come, retailers believe, 
should come as the result of efficiency in production 
and distribution, a leveling of the peaks and valleys of 
industrial activity where that is possible through keen 
study and thought by management. And they want 
these lower prices to come only with the full recog- 
nition that an adequate return for their efforts must 
be assured to the men who produce and distribute 
goods. This is not necessarily a matter of maintaining 
any dollar standard over a period of years—as has 
been done in the building industry. That may be self- 
destructive and may stifle endeavor, thus greatly re- 
ducing the actual return to labor. It is well known, 
of course, that real income is a quite different thing 
than dollar income, and that a wage rate may be high 
with actual wages earned quite low. 


“But retailers of this country believe that a 
fair percentage of whatever dollar return is re- 
ceived must go to the men who do the work. And 
I am certain that, at the present time, most 
retailers recognize that we should look forward 
to a greater return for actual endeavor than in 
the past, and that this may mean a lesser return, 
in terms of percentage, for invested capital.” 


In discussing attacks by Administration leaders on 
price-fixing in durable goods industries, Mr. Melville 


[TURN TO PAGE 4], PLEASE] 
























POSSESS SEVEN FEATURES IN 
WOMEN’S FINE WELTS 


Seven distinctive features, each a complete 
fitting or quality unit, combine to make 
Drew Arch Rest Shoes masterpieces of 
extra value. These are “Lucky Seven” 
features to smart shoe retailers every- 
where because with them Drew builds a 
customer demand for superb styling, fit 
and exquisite materials and workmanship. 
The Adrian (Illustrated below) is marked 
at the feature points. 

1. Redu-Fit (Reduced Heel 

Lasts produce close fitting Heels. 

2. The foot fits glove-like into the shoe 
so that there is no gapping around the 
top of the ankle. 

. Cupped shaped heel follows natural foot 
form to cushion every step. 






























Fitting) 







3 

4. Arch sustaining and maintaining by spe- 

cial shank construction. 

5. Internal, built in, metatarsal cushion to 

properly balance the ball of the foot. 

6. Ample but properly proportioned toe 

is room keeps foot comfortable and styl- 
ish, adding extra poise and grace to 
walking. 

. Supreme quality of material and work- 
manship with each detail of the shoe 
treated as a personalized interpretation 
of the shoe maker’s art. 

The ADRIAN 

NS _7871..Black Gabardine, Black Calf 


rim 
No. 7611. .Blue Gabardine, Blue Calf Trim 
16/8 Continental Wood Heel. 91 Redu- 
Fit Last. IN STOCK NOW. 
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Retailing at 
$6.95 to $7.50 


With liberal mark-up and lib- 
eral cooperative advertising 












TRY — OR > 


Corporation > 


PORTSMOUTH, OHIO 
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“RESOLVED that we encourage a 
sympathetic approach to labor as well 
as to capital on the part of Govern- 
ment. Both suffer keenly during de- 
pressions. They are now ready to come 
to some reasonable basis of averting 
another depression and the entire Ad- 
ministration at Washington should 
bend its constructive aid to bring this 
about. There are signs all about us 
that, unless such a happy solution can 
be reached, we are heading into an- 
other major depression and without 
excuse from any standpoint of economic 
logic. Be it further 


“RESOLVED that the shoe industry 
as a whole is ready and willing to enter 
into conference at any time indicated 
by the Administration at Washington 
with a view to putting its shoulder to 
the wheel with other associations in an 
effort to consolidate those constructive 
factors already present in our country 
that will make possible, perhaps, the 
greatest era of prosperity this or any 
other nation has ever known. 

“Agriculturists, industrialists, capi- 
tal and labor are dependent on each 
other. Neither can thrive unless all the 
resources of this wonderful nation are 
unlocked to back up the diverse activi- 
ties of every member of our social and 
political body. None can be ignored. 
Each has its separate and appointed 
place in the social, business and political 
orders. Surely the great leadership of 
the world and of our own country must 
recognize this truth. Be it finally 


“RESOLVED the time has come for 
rapprochement that has for its objec- 
tive a fair, square deal to all enterpris- 
ing men of good will, recognizing each 
activity on a fair remunerative basis. 
Government should take the leadership 
in establishing a Council of Concilia- 
tion. We urge our honored President 
to act in this direction with the same 
initiative and vigor he displayed so 
nobly in the early days of 1933, because 
this national economic problem now is 
better understood by the President and 
all the people in general. 


“WHEREAS a constantly increasing 
number of shoes are being importéd 
from Czechoslovakia to United States 
at prices which are distinctly detri- 
mental and demoralizing to the entire 
American shoe industry and. American 
labor; and whereas American shoe re- 
tailers are very greatly dependent upon 
American labor’s purchasing power; 
and whereas the prices of such Czecho- 
slovakian shoes are based upon labor 
cost of one-third to one-half of the 
wages in the shoe industry of the 
United States manufactured in (31) 
States of the Union, results in the forc- 
ing of a lower wage scale to compete 
with these importations which demor- 
alizes the American standard of living. 
Therefore, be it 


“RESOLVED by the National Shoe 


~ 
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Retailers’ Association at its 27th An- 
nual Convention in Chicago, to record 
itself as definitely opposed to the grant- 
ing of any concession in duty on shoes 
by the United States in reciprocal trade 
agreements with Czechoslovakia or any 
other country, at prices not commen- 
surate with the American wage scale 
and standard of living. Be it further 


“RESOLVED that we recommend to 





1938 


the tariff commission a further study 
of the cost of producing cemented shoes 
in Czechoslovakia and those made by 
American manufacturers, with a view 
of raising the duty on Czechoslovakian 
imports, to check this constantly grow- 
ing menace to the well-being of labor 
engaged in the Shoe Industry of the 
United States. 


RESOLUTIONS COMMITTEE, NA- 
TIONAL SHOE RETAILERS’ ASSO- 
CIATION—A. H. Geuting, Chairman, 
Philadelphia, Pa.; R. E. Stevens, Ot- 
tumwa, Iowa; F. E. Ballou, Providence, 
R. I. 





Southwest Buys for Spring 


[CONTINUED FROM PAGE 28] 


appear on the programs and to discuss 
matters of the greatest importance to 
shoe retailers. 

Appreciation of the great work done 
by the many city chairmen of the 
N. S. R. A. who were present was 
voiced by Mr. Langston. These city 
chairmen were enthusiastic over this 
plan of organizing shoe retailers, as 
they have found in their local associa- 
tions many problems are ironed out. 

Officers elected at the Wednesday 
session are: president, L. H. Graves, 
Dallas; vice-presidents, Glen D. Jones, 
Fort Worth; W. P. Barnes, San Angelo; 
Ben Phelps, Shreveport, and E. C. Mc- 
Neil, San Antonio; secretary, Wm. H. 
Harris, Fort Worth; board of direc- 
tors, three years, L. F. Tuffly, Houston; 
R. C. Mynett, Dallas; J. C. High, Fort 
Worth; Walter Jones, Wichita Falls; 
E. M. Boyd, Austin; two years, Alex 
Hesselson, Fort Worth; Donald Max- 
well, Dallas; George Baum, Corsicana; 
A. C. Ludlam, Wichita Falls; E. L. 
Kelton, Dallas; one year, O. E. Evans, 
Wichita Falls; Guy Conover, Beau- 
mont; Matt Spires, Austin; Charles 
Kessler, Abilene; W. E. Ecton, Okla- 
homa City. 

Starting the Southwestern Shoe Trav- 
elers’ annual meeting with a six o’clock 
dinner proved to be a desirable change. 
A total of 154 members gathered at this 
Saturday evening affair which always 
precedes the _ retailers’ convention. 
These ex-presidents were in atten- 
dance: W. M. Hootkins, J. L: Sullivan, 
E. H. Muse, J. E. Miller, W. T. 
Mitchell and J. J. Buckley. A stirring 
report of the activities at the national 
convention was given by Mr. Buckley. 
The association voted to hold a style 
show of Fall shoes on May 29, 30, 31, 
in the Hotel Adolphus, Dallas. Acting 
on the suggestion of W. T. Hootkins, 
secretary, W. T. Mitchell was ap- 
pointed manager of the show. The 
secretary’s report showed the largest 
membership in the history of the asso- 
ciation with the exception of one year. 


A fine financial condition of the 
treasury was reported. These Travelers 
will serve their association for 1938: 
W. T. Stephenson, St. Louis, presi- 
dent; C. W. Gross, Dallas, vice-presi- 
dent; W. T. Mitchell, secretary-trea- 
surer; J. M. Hartman, chairman of the 
executive committee, with these mem- 
bers, Ed. C. Keleher, D C. Sarfaty, 
D. L. Tandy and Walter C. Roose com- 
prising the committee. 





Julian & Kokenge Gives Bonus 


CoLumBus, OHIO — Herbert Lape, 
president of the Julian and Kokenge 
Co., Columbus, shoe manufacturers, an- 
nounced that an $18,500 bonus was 
divided between employees and mem- 
bers of the sales organization. This is 
the company’s second gift this year, a 
week’s vacation with pay having been 
granted in July. 


New Factory Opening in 
Cincinnati 

CINCINNATI, O.—E. E. Altman and 
I. Altman are the principals of the Alt- 
man Brothers Shoe Manufacturing 
Company which has just begun opera- 
tions at 1911 West Eighth Street, Cin- 
cinnati, Ohio. They will make walking 
shoes with heels running from twelve 
to seventeen eighths. At present the 
output of the factory will be one thou- 
sand pairs a day, and they will be in 
the four dollar retail market. 





Shoe Store Reorganizes 


Detroit, Micu.—Economy Shoe 
Store, 3019 Biddle Street, Wyandotte, 
southwest Detroit suburb, has been re- 
organized. Charles Kohler and Ber- 
nard L. Mahalak are now proprietors. 
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NEW 
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profit item 
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shoe stores 


AJUSTYO-STEP 


gives 
PRACTICAL 
o EFFECTIVE 


AJUSTYO-STEP COUNTER DISPLAY CARTON — > ADJUSTABLE <— 
Handsome blue and silver design with cut-out, fold back top. FOOT SUPPORT 


Contains one dozen pairs in neat, individual boxes with 
cellophane windows—sizes assorted to your department needs. 


AJUSTYO-STEP 
HAS THESE ADVANTAGES 
@ LIGHTWEIGHT—made of specially compounded material so peerage yer 
light it floats! is easily and quickly ad- 
@ ADJUSTABLE—by the wearer to his own comfort in 1/64 justed by removing the 
inch stages. layers—which are held in 
place by a _ permanently 


@ WILL NOT RUST—crack or break. tacky cement—can be re- 
@ DOES NOT cause perspiration. wie eee 
@ FITTED QUICKLY—explained easily. ; 


@ PACKAGED in handsome counter container packed with one 
dozen assorted sizes. 


@ STOCK—only five sizes needed to fit men, women, boys, 
youths, misses and children. 
@ SALES VOLUME— although Ajustyo-Step is durable and long- 


lived, the low retail price of one dollar makes repeat sales for 
every new pair of shoes. 


e WRITE FOR COMPLETE DETAILS 


Cambridge cammniner 





CAMBRIDGE, MASS. 


£4 % BOSTON—NEW YORK—CHICAGO—ST. PAUL 
% i CAMBRIDGE RUBBER LTD. 
MONTREAL, P. 9. | 
“Ce ages 


ST. REMI, P. 9. 


TRADE MARK 
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ATTENDANCE BIG AT MICHIGAN FAIR 


Detrorr—The annual Michigan Shoe 
Fair opened at Hotel Statler Sunday 
night, under joint sponsorship of the 
Michigan Retail Shoe Dealers Associa- 
tion and the Michigan Shoe Travelers 
Club, with a style show attended by 
over a thousand, a capacity crowd. To- 
tal visitors at the Fair were close to 
fifteen hundred, exceeding last year. 
One hundred and thirty-three lines of 
shoes were exhibited, some with two or 
more salesmen attending. 

Business was reported excellent Sun- 
day, somewhat off Monday, with the to- 
tal probably under the nearly million 
dollars of business done a year ago. 
Retailers are buying more heavily than 
was anticipated, but some are skeptical 
because of the business recession. Late 
Easter also tended to delay buying. 
Total business was estimated by Her- 
man Meyer, chairman for the Travel- 
ers, at three-fourths of a million. Atten- 
dance of retailers and the number ex- 
hibitors were both about ten per cent 
higher than last year, however. 

The smooth running of the whole 
Fair was credited largely to General 
Chairman Clyde K. Taylor, Detroit, 
and Herman Meyer, of Friedman- 
Shelby Shoe Company, for the Travel- 
ers, plus the work of Secretary Robert 
D. Murray and Field Secretary O. R. 
Jenkins. 

Style trends in buying pointed 
strongly toward gabardines in grey, 
blue, brown, black and beige, with high 
styling and cutout toes and vamps. 
Men’s sport shoes showed a trend to 
grey and beige and brown combina- 
tions. 

Luncheon opened Monday’s conven- 
tion session, with one hundred and fifty 
attending. President Richard J. 
Schmidt, of the retail association, pre- 
sided. “I don’t think this recession is 
going to be serious,” said he. “Most re- 
tailers finished 1937 with gain of some 
kind.” 

President F. J. McCloskey, Travel- 
ers Club, spoke on the history of club, 
explaining its purpose to retailers, and 
making plea for hundred per cent mem- 
bership. 

Official greetings were given by 


Three Quarters of a Million 


by Hi. F. REVES 





CLYDE K. TAYLOR 
Chairman, Michigan Shoe Fair 


Richard W. Reading, mayor of Detroit, 
who was guest of honor at the lunch- 
eon. Curtiss W. Johns, Grand Rapids, 
shoeman - singer, representing Groves 
Shoe Company, gave dramatic rendi- 
tion of stirring spirituals unaccom- 
panied. 

Steven J. Jay, of Fyfe’s, took the 
chair for the meeting. Others speak- 
ing briefly included: Ed Stocker, for- 
mer president of the state association; 
Luther Baker, secretary - treasurer, 
Michigan Shoe Dealers Mutual Fire 
Insurance Company; F. E. Whitelam, 
display manager R. H. Fyfe & Com- 
pany, and Clyde K. Taylor, convention 
chairman. 

William Livingston, president Fyfe’s, 
said: “There is no depression in De- 
troit. I’ve been through four depres- 
sions since ’72, and this is nothing com- 


‘pared with them. Let’s talk of business 


being good, not down.” 
Dr. Ralph E. Badger, president of 
Investors’ Counsel, Inc., and senior 


Buying Reported Somewhat Under Last Year’s Record, But 


Business Placed in Detroit This Week is Estimated at 


vice-president Union Guardian Trust 
Company, spoke extensively on the 
business outlook, comparing economic 
trends of 1929 with 1936-37 as a guide 
for the future. His talk involved im- 
portant economic factors and was fol- 
lowed closely by the shoemen. 

F. E. Whitelam gave an illustrated 
talk on “Selling the Store Through 
Display Windows,” giving basic rules 
and extemporaneous examples of build- 
ing ideas. A model window was used, 
based on Paris Exposition influences, 
summarizing: “One individual selling 
sentence or idea will get best results. 
To one neutral background add four 
parts good merchandise and one part 
dramatization.” 

The afternoon was devoted to sell- 
ing, with a stag jamboree following, 
attended. by about 700. Shoe clerks 
were represented in large numbers, 
with approximately 100 from J. L. 
Hudson Company shoe departments 
alone. 

Directors for Michigan R. S. D. A. 
were elected just before the session 
by mail ballot and were: Fred Murray, 
Charlotte; Robert Willoughby, Plym- 
outh; Howard M. Preston, Battle 
Creek; Ralph Meanwell, Ann Arbor, 
and Herbert Burr, Ferndale. Ten 
directors retain office for another year 
to complete board of 15. 

A session of the new board of direc- 
tors was held Tuesday morning for 
annual election of officers and busi- 
ness meeting. All officers were re- 
elected, including: Richard D. Schmidt, 
Hillsdale, president; Clyde K. Taylor, 
Detroit, vice-president; Robert Murray, 
Charlotte, secretary-treasurer, and 
O. R. Jenkins, Lansing, field secretary. 
Two life members were elected, making 
a total of four: Ed Stocker, Detroit, 
and Albert Murray, Charlotte, were 
honored as pioneers in forming Michi- 
gan Shoe Dealers Mutual Fire Insur- 
ance Company. Selection of next fair 
city was left to the officers, with De- 
troit favored. 

The fair closed Tuesday night with a 
banquet, attendance at which was esti- 
mated at 400. 
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National Council of Shoe Retailers 


[CONTINUED FROM PAGE 37] 


pointed out that “the only vestige of price-fixing 
found in the retail trade has been imposed by the 
Government, through the medium of State price-fixing 
acts and the national Tydings-Miller Price Main- 
tenance Law. Fortunately, this does not seriously affect 
many sections of the retail trade, and does not handi- 
cap most retailers in their effort to serve the consumer 
fairly and economically. But the trend, if pursued 
further, would be a dangerous one. It would extend 
to the largest area of free competition the principles of 
price-fixing which Administration leaders so deplore in 
the field of durable goods production.” 


Census of Manufactures Starts 
This Month 


THE Biennial Census of Manufactures, covering the 
calendar year 1937, gets under way on January 25, 
1938, when schedules will be mailed to manufacturers 
throughout the country, announces Director William L. 
Austin of the Bureau of the Census, Department of 
Commerce. The census will cover all manufacturing 
establishments in the United States making products 
valued at $5,000 or more during 1937. 

The Census Bureau has set a goal of greatly in- 
creased timeliness in issuing the reports of this canvass. 
The Division of Manufactures has been completely 
reorganized and strengthened toward this end. Co- 
operation of manufacturers in returning schedules 
promptly is necessary, however, if this goal is to be 
attained. Prompt publication of the figures will greatly 
enhance their value and the Bureau is making every 
effort to set a speed record in the collection, compila- 
tion and publication of the reports of the Biennial 
Census of Manufactures, 1937. 

The usefulness of these statistics is indicated by the 
following resolution adopted by the Congress of 
American Industry on December 9, 1937: 

“Resolved, that the Congress of American Industry express to 
the United States Census Bureau appreciation of its endeavor 
to cooperate in developing sound forms and practice in the 
forthcoming Census of Manufactures, and that. all manufacturers 
be urged to cooperate with the Census of Manufactures in 
prompt return of schedule forms.” 

The general schedule consists of four pages includ- 
ing a page and a half devoted to instructions.. The 
major questions are: Description of plant; character 
of industry; time in operation and hours of labor; 
salaried employees and salaries paid; wage earners 
employed, by months, and wages paid; costs of mate- 
rials, etc., actually used during year; products made 
and work done during year; fuel and electric energy 
used during 1937; and inventory at the beginning and 
also at the end of the year. This is the first time the 
inventory information has been gathered. 


+ 
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SARL" BAND 


mpd 


Now is the ideal time to push Rubber Gaiters — 
both for men and women. The cold, stormy, winter 
months of January and February are still ahead— 
many consumers have not yet bought—and sub- 
stantial profits are yours if you continue to display 
gaiters and really push them. More than that, 
there are extra profits and extra opportunities to 
build goodwill in selling Ball-Band gaiters. Not 
only do they do a grand job of keeping feet warm 
and dry, but they’re authentic in style and, of 
course, they're built better. Then, too, the famous 
Red Ball trade-mark is recognized by millions as 
the symbol of the best in footwear. Build up good- 
will and extra profits in January and February 
with Ball-Band gaiters. Wire for your immediate 
needs. 


Mishawaka Rubber & Woolen Mfg. Co. 


Mishawaka, Indiana 


wey 
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H for 
A LADY in a MAN’S WORLD 


Holding down a responsible business position, 
this woman demands shoes that meet the require- 
ments of the 9 to 5 office day — giving her more 
support, and more comfort than the shoe for the 


social world provides. 


The soles of her shoes are England Walton fibre- 
sorted soles — equally firm, equally flexible, 
equally light, because the sorting by England 
Walton experts has carefully matched each pair 
for fibre construction as well as for surface 


appearance. 


ENGLAND WALTON DIVISION A. C. Lawrence LeatHer Co. 





New York Philadelphia Chicago St.Louis Milwaul San Fi 


When You Walk THIS Happens. Below, the photo-elastic 
picture shows how two England Walton fibre-sorted soles 
take the strains of flexing — identically, because each has 
the same degree of fibre rigidity. 





At the left, two soles not so care- 
fully matched—one will not give 
the same support and comfort as 
the other. 


PP ENGLAND WALTON (ctf 














CUT SOLES ann SOLE LEATHER 


PURE OAK BARK TANNED 
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NATIONAL NEWS 








Shoe Manufacturers Elect Officers 





National Boot and Shoe Manufacturers Association Chooses 
Officers and Directors at Annual Meeting in 
Chicago, January 3 


CuicaGo, ILtut.—The National Boot 
and Shoe Manufacturers’ Association 
elected officers at the Annual Meeting 
of the Board of Directors which was 
held at the Stevens Hotel, Jan. 3. The 
following were elected to office: 

Frederick A. Miller, H. C. Godman 
Co., Columbus, Ohio, was elected chair- 
man of the board of directors; Jay of 
Ball, Chrysler Building, New York 
City, president; E. S. Gerberich, Ger- 
berich-Payne Shoe Co., Mt. Joy, Pa., 


treasurer; and Ruth S. Freeman, 
Chrysler Building, New York City, 
secretary. The newly-elected vice- 


chairmen are Howard Smith, J. P. 
Smith Shoe Co., Chicago, Ill; J. R. 
Sweasy, Red Wing Shoe Co., Red Wing, 
Minn.; George S. Laird, Laird, Schober 
& Co., Philadelphia, Pa.; Frank S. 
Rice, Rice-O’Neill Shoe Co., St. Louis, 
Mo. and F. I. Sears, Bates Shoe Co., 
Webster, Mass. 

The directors elected for three years 
were: E. R. Breck, Daniel Green Co., 
Dolgeville, N. Y.; Sidney J. Eisman, 
Charles Meis Shoe Mfg. Co., Cincin- 
nati, O.; Newton Elkin, Newton Elkin 
Shoe Co., Philadelphia, Pa.; John A. 
Faulkner, Craddock-Terry Co., Lynch- 
burg, Va.; R. P. Hazzard, Jr., R. P. 
Hazzard Co., Augusta, Me.; Stanley 
Heald, Stetson Shoe Co., South Wey- 
mouth, Mass.; George Miller, I. Miller 
& Sons, Inc., Long Island City, N. Y.; 
H. M. Read, Gregory & Read, Lynn, 
Mass.; L. B. Sheppard, The Hanover 
Shoe, Inc., Hanover, Pa.; J. F. Teeple, 
Teeple Shoe Co., Waupun, Wisconsin; 
E. J. White, C. P. Ford & Co., Roches- 
ter, N. Y. 

Buford Jones, Dunn & McCarthy, 
Inc., Auburn, N. Y., was elected to a 
one-year directorship succeeding F. L. 
Emerson; Harry G. Johansen, Johan- 
sen Brothers Shoe Co., St. Louis, was 
elected to a one-year directorship suc- 
ceeding Chester Reith. 

Standing committee appointments 





DATES TO REMEMBER 


Indiana Shoe Travelers Association 
15th Annual Convention, Claypool 
Hotel, Indianapolis, Ind. 

Jan. 16, 17, 18, 1938 


Southern Shoe Exposition, Miami- 
Biltmore Hotel, Coral Gables, Fla. 
Jan. 17, 18, 19, 1938 


Monthly Shoe Buyers’ Days, Chicago 
Shoe Travelers Association, Hotel 
Morrison, Chicago, Ill. 

January 24, 25, 1938 


Boston Shoe Show and Convention, 
Hotel Statler, Boston, Mass. 


January 24, 25, 26, 1938 


Middle Atlantic Shoe Retailers Asso- 
ciation Annual Convention, Benja- 
min Franklin Hotel, Philadelphia, 
Pa.. .o+e+sFebruary 13, 14, 15, 1938 

Buffalo Shoe Show, Buffalo Shoe Re- 


tailers Association, Hotel Statler, 
Buffalo, N. Y. ......... March 6, 7, 1938 


Iowa Shoe Fair. Iowa National Shoe 
Travelers Association, Hotel Fort 
Des Moines, Des Moines, Iowa 

June 12, 13, 14, 15, 1938 





were named as follows: Herbert A. 
Garside, Garside & Zuckerman, Inc., 
New York, Style; L. V. Hershey, Hag- 
erstown Shoe & Legging Co., Hagers- 
town, Md., Trade Relations; J. F. 
Teeple, Teeple Shoe Co., Waupun, Wis., 
Membership; Roger A. Selby, The Sel- 
by Shoe Co., Portsmouth, Ohio, Legis- 
lation; Harold ©. Keith, George E. 
Keith Co., Brockton, Mass., Resolu- 
tions, 





Wakeford Joins 
Mitchell & Peirson 


PHILADELPHIA, Pa.—Mitchell & Peir- 
son, Inc., glazed kid manufacturers, 






have announced the appointment of A. 
A. Wakeford as their sales agent in the 
Milwaukee district. Mr. Wakeford, 
who has his offices at 918 North 4th 
Street, Milwaukee, is well known among 
the trade, having spent many years in 
the leather business. Incidentally, 
Mitchell & Peirson have just celebrated 
their 50th anniversary. 





Travelers to Sponsor 
Buyers’ Week 


INDIANAPOLIS, IND.— The Indiana 
Shoe Travelers’ Association will spon- 
sor the fifteenth annual Shoe Buyers’ 
Week in the Claypool Hotel here Jan. 
16 to 18. 

Leading shoe manufacturers will dis- 
play their lines, including men’s, wo- 
men’s and childrens’ shoes on three 
floors of the hotel to buyers from all 
parts of the Middle West. There will 
be displays of accessories, fancy trim- 
mings,. retail store furnishings, window 
trimming accessories, new style chairs 
and modernistic designs for retail es- 
tablishments. 

E. C. Smeltzer is the convention man- 
ager. G. L. Tovey has charge of en- 
tertainment and A. F. McCord will 
direct registration. There will be no 
business meeting or fashion show. 





Retailers Optimistic on 
Future Business 


BuFFALO, N. Y.—Business in Buffalo 
for Christmas was somewhat under 
that of the preceding year, averaging 
about 7 per cent for all kinds of mer- 
chandising institutions. The shoe trade 
ran ahead of the general average, ac- 
cording to a cross index of views, prin- 
cipally because of weather conditions, 
the worst storm in years striking the 
city just a week before Christmas and 
bringing about heavy sales of rubbers, 
boots and heavy shoes. 

Some retailers believe that the bot- 
tom in the present recession has been 
passed and that during the New Year, 
business will be somewhat hesitant dur- 
ing the first quarter, but will gather 
momentum and increase during the 
succeeding quarters. 
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Masterpiece of Shoe Craftsmanship 
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A masterpiece in shoes is this $350 pair of tan oxfords of special design and 
pattern with solid gold eyelets and other appointments, made by Stacy-Adams Co. 
and on display at the men’s department at Marshall Field & Co. in Chicago. 


CHICAGO, ILL—For more than a 
year Walter Gable of Marshall Field 
and Company has had in mind an an- 
swer to the question of what the men’s 
shoe industry could do for the con- 
sumer to prove that the industry is 
capable of producing something more 
than the result of processing hides and 
leathers into shoes as an everyday 
necessity. The shoe industry, he con- 
tended when he started out, is capable 
of producing something fine and ar- 
tistic as well as any other industry. 
“We accept,” he stated, “that an artist 
can paint a beautiful picture, a jeweler 
create a fine mounting for a stone, or 
a sculptor chisel a beautiful piece of 
masonry. Given the opportunity with 
no restrictions, what could the shoe 
industry produce?” 

“The ultimate in a pair of shoes is 
the result and the shoe industry has 
produced it. If we can impress on 
people that it represents the finest in 
materials, artistry, craftsmanship and 
perfection in details in something visi- 
ble to the eye we can accomplish our 
purpose of merchandise appreciation.” 

This ideal shoe was conceived by Mr. 
Gable and is now on exhibition in the 
shoe department of Marshall Field and 
Company’s Store for Men. It will later 
be presented to the public in one of the 
main display windows. Its publicity 
value has already been proved, since 
Mr. Gable reports it has been received 
far beyond expectations. That, he be- 
lieves, is because those who are viewing 
it are seeing something never done in 
the industry before. They are seeing 
details that were never thought to be 
a part of footwear in conventional 
terms, which all goes to justify Mr. 
Gable’s contention that the ultra in 
quality will make the public more con- 
scious of the advantages of better 
quality shoes. 

These shoes, aside from cutting and 
fitting uppers, were made by one man 
by hand, the work requiring one whole 
week. The upper leather was tanned 


from a specially selected Paris calf- 
skin, tanned by A. F. Gallum & Sons, 
Inc., and the sole leather parts from an 
Argentine Frigerifico hide. The nat- 
ural linen toe lining is made of fiax 
from the Irish fields, as well as the 
sewing threads. 

The shoes were made entirely by a 
cordwainer of the old St. Crispin school 
—an unusual craftsman of whom there 
are few on the bench today. He petted, 
fondled and caressed every part of the 
shoes as they were put together. His 
every move was that of an artist— 
truly a lover of the product of his 
hands. The attachment of the fourteen 
karat gold eyelets, lace tips, and heel 
slug wire to these shoes seemed a fit- 
ting climax to his life’s work—the very 
ultimate of shoe making. 

Shown in the accompanying photo- 
graph the setting for the shoes is as 
costly and luxurious as the shoes them- 
selves. The trees are of special walnut 
wood with hand rubbed finish and gold 
knob and hinges. The display mat is 
made of green velvet with a gold 
braided edge and imported pigskin 
lining. The box in which they are 
packed is more than an expensive suit 
ease. It is made of imported pigskin, 
lined with green plush, and has gold 
plated lock, key, and hinges. The shoes 
are packed with socks of green plush 
lined with gold satin and there is a 
special shoe horn moulded and stitched 
by hand with a gold kid lined face. 

In expressing his idea, Mr. Gable 
commissioned Stacy-Adams Company to 
execute the specifications as now ex- 
pressed by the pair of shoes and ac- 
cessories. 


Iowa Travelers Planning 


for Shoe Fair 


Des Mornes, Iowa.—Carl B. Ort- 
lund, newly-elected president of the 
Iowa National Shoe Travelers’ Asso- 
ciation, is calling for a special meet- 


1938 


ing to be held on February 5, to ap- 
point various committees and to outline 
plans for the Shoe Fair which will be 
held in Des Moines, June 12, 13, 14, 
and 15, at the Hotel Fort Des Moines. 
The 1937 Shoe Fair held in Des Moines 
was a great success, and 1938’s Fair 
is expected to be even more successful. 
A number of reservations have already 
been made. Carl B. Ortlund is in 


_ charge of the Reservation Committee. 





Tanners Endorse Allied 
Shoe Products Show 


NEw YorK—The Exhibit Committee 
of the Tanners’ Council of America, 
which has charge of the Official 
Leather Openings, has accorded official 
recognition to the Allied Shoe Products 
Exhibit sponsored by Messrs. A. C. 
Reuter and C. R. Heyde. This decision 
was reached after observing the ex- 
perimental show that was held last 
September and which was regarded as 
fulfilling certain definite needs, among 
them being: ; 

(1) Visiting shoe manufacturers and 
retailers who are primarily interested 
in new leathers and in sessions of the 
Styles Conference are also afforded an 
opportunity to view in a coordinated 
group other materials and processes 
which may be incorporated into their 
lines for the advance season. 

(2) The congestion in the lobbies of 
the Waldorf-Astoria, a subject of com- 
plaint on the part of the hotel manage- 
ments, was partially relieved. 

(3) The allied trades group was able 
to present for the first time their vari- 
ous products in a dignified and efficient 
manner, in a hotel adjacent to the 
Waldorf. 

The Exhibit Committee further 
states that it is their intention to co- 
operate fully with the management of 
the Allied Shoe Products Show in mak- 
ing arrangements for the next affair 
which takes place on March 28 and 29, 
1938, so that arrangements will work 
for the convenience of visiting shoe 
manufacturers and retailers. Each 
show, of course, is being conducted en- 
tirely independently of the other. 





Spokane Travelers 


Elect Officers 


SPOKANE, WAsH.—Nearly four hun- 
dred sales representatives of Spokane 
firms met in Spokane recently for the 
annual gathering of the Spokane Com- 
mercial Travelers’ Association. Sales 
problems were discussed, and a lunch- 
eon honoring the employers and a 
closing banquet were the highlights of 
the occasion. 

The meeting closed with the elec- 
tion of officers as follows: A. P. John- 
son, president; Sam Hoskin, vice-presi- 
dent; A. R. MacDonald, vice-president; 
Boyd Lindsay, S. N. Chapman, Al Til- 
lisch, Jr., Art Davidson and John Mac- 
Donald, directors, and G. M: Swart- 
wood, secretary-treasurer. 














Milgrim’s Showing 
Resort Models 


Miami BeacH, FLA.—Milgrim’s has 
opened for the season on Lincoln Road, 
with Joe Burns as manager. He is 
showing some unusually attractive 
models in resort footwear. One is of 
white doeskin with open toe and sides. 
A touch of patent matches the scuff- 
less patent heel, and the front is laced 
to carry out the color scheme. White 
shoes combined with a color are very 
smart. The same model has been made 
up in brown, blue, green or all white 
with a handbag to match. 

For the third seasqgn Mr. Burns is 
predicting that royal blue will be the 
leading color. It will be seen in the all- 
over blue shoe and also in color trims. 
It is one of the most salable colors in 
shoes because it blends well with pastels 
and with white. 

A blonde mesh sandal with blonde 
kid strap and heel is very smart. The 
much wanted multi-color treatment is 
carried out in raffia in embroidered 
Austrian motif. The shoe is toeless, 
with open shank and full quarter. 
Multi-colors in kid are good, but are 
better sellers in pastel shades than in 
deep tones. 

A light printed linen draped sandal 
ig a very attractive model. This has 
been matched with a purse, hat and 
parasol. Another good shoe is a Monte- 
negro print sandal in linen is also good. 
It, too, has a bag to match. 

This shop is showing a lot of linen, 
especially in smartly designed shoes. 
There is one with a diagonal lacing on 
the vamp, matching the very high 
heel. This sandal is toeless, without 
shank and without quarter. It may be 
had in white and in colors. Another 
new sandal is of white pique with a 
strapped effect. This is selling very 
well because it can be dyed. 


Harry Bellows to Move 


MONTGOMERY, ALA.—Harry Bellows, 
of The Booterie, located at A. Nach- 
man, Inc., in Montgomery, is moving 
Feb. 1 to John Danzinger, Inc., of the 
same city. He has been at the A. 
Nachman location for the past 12 
years. 


Baker in New Location 


MONTGOMERY, ALA.—A. M. Baker of 
the J. B. Shoe Company, 23 Dexter 
Avenue, will take over on Feb. 1 the 
location of the Convington Shoe Com- 
pany at 28 Dexter Avenue. He is 
changing the front of the building and 
remodeling the interior. He will go 
into the family business and feature 
$4 and $8 men’s and women’s shoes. He 
is also operating departments in the 
Darling Specialty Shops in Macon and 
Columbus, Georgia. Mr. Baker was 


formerly buyer for the Lewis Pizet 
Dry Goods Company of Birmingham, 
Ala. He will close up the old location 
in Montgomery to concentrate on the 
new store. 
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LAIRD, SCHOBER Shoes Haye}Séuffléss. Heels 


Customers know that Du Pont 
Scuffless “PYRAHEEL” won't 
check, crack or scuff. Therefore, 
Scuffless heels will help you sell 
shoes faster. You'll make extra 
profits if you specify “PYRA- 
HEEL” on your next order. 
Write for information. 


06. v5 Par oF 


3 







The Heels 
are 


_- SCUFFLESS 
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ae 
E. |. DU PONT DE NEMOURS & CO., INC., PLASTICS DEPT., INDUSTRIAL DIVISION, ARLINGTON, N. J. 





Smith Represents D. Myers 


on Coast 


BALTIMORE, Mp.— The appointment 
of Robert B. Smith, of Los Angeles, 
California, as West Coast representa- 












































ROBERT B. SMITH 


tive has recently been announced by D. 
Myers & Sons, Inc., of Baltimore, Md., 
distributors of women’s novelty shoes. 

Mr. Smith has an excellent record as 
a shoe salesman and is well known 





among shoemen, having many warm 
friends on the coast. 

Already traveling throughout his 
territory with the Myers new Spring 
and Summer line, Mr. Smith antici- 
pates a handsome volume of business, 
as he reports keen interest wherever 
the line is shown. 





York Retailers to 
Hold Symposium 
York, Pa.—The York Shoe Retailers’ 


Association is planning an Educa- 
tional Shoe Symposium to be held Feb- 
ruary 8, 1938, at which methods of 
correct shoe fitting, with particular em- 
phasis on the fitting of children’s shoes, 
will be discussed. L. E. Langston, 
Executive Vice President and Manag- 
ing Director of the National Shoe Re- 
tailers’ Association, and three of his 
associates, prominent shoe retailers, 
will conduct a round table conference, 
following a banquet in their honor. The 
evening promises to be one of interest 
to every shoe retailer as well as to his 
employees. 


Elliott to Manage Boyd’s 


CoLumsiA, S. C.—J. L. Elliott has 
been appointed manager of Boyd’s 
Smart Shoe Store, coming to Columbia 
from Jacksonville, Fla. He succeeds 
Bert Cloud, who has been transferred 
to the company’s store in Tampa, Fila., 
as manager, 











WHERE 
TO 
BUY 






Children's Shoes 


i ed 


ledicra 
SHOES 


BAND LASTED 
OHILDREN’S SHOES 
Finest Quality 


PEDIORAFT SHOES—Gwansen & Ritner Ste.. 
Philadelphia 








Dancing Shoes and Taps 


i chili ied 





FLEXIBLE TAP DANCING SHOES 






Lightening 
Step 
by 
NEW 
osco 
IN-STOCK PROCESS 
Sie ee 
Misses’ A-B-C-1ie-2 ..... 1.40 1.45 
Children’s B-C-8Y-1i .... 1.35 1.40 
Owens SHOE Co. 2ccces. 


Oe 6 6 OF Es Oe ET TE 





Slippers 


OA OF OF er er 


DANVERS SHOE Co 











Employees Receive 
Continuous Service Pins 


AUBURN, N. Y.— Two hundred em- 
ployees of the Auburn factory of Dunn 
& McCarthy, Inc., and 331 employees 
of the Binghamton plant received “Con- 
tinuous Service Pins” in recognition of 
long periods of service. Employees 
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Promotion in Midst of Sales 





Los Angeles, Calif.—One of the most 
sensational shoe promotions was the one 
staged in the J. W. Robinson Co. store 
by shoe manager Paul Kirsh. When all 
stores were featuring their clearance 
sales, on January 3rd, Robinson’s came 
out with windows and newspaper ads fea- 
turing Python shoes at $14.75 and 
matching bags at $8.95 and $10.95. A 
special envelope stuffer giving the de- 
tails of the shoes and bags also went out 
to all charge patrons. 

Nearly every shoe buyer bought a bag, 
so that the unit sales were a substantial 
amount. Several hundred pairs of shoes 
were sold the first six days of the’ pro- 
motion, ‘ 





who had been with the concern continu. 
ously for ten years or more received a 
pin marked with the number of years 
of service. The longest period of ser- 
vice was that of Herbert Kemble of the 
Auburn plant who received a 45-year 
pin studded with two diamonds. Of- 
ficials of the concern stated that this 
system of recognition would be con- 
tinued in future years. 


W. H. Stalvey Joins Shu-Stiles 


St. Louis, Mo.—W. H. Stalvey has 
joined the sales staff of Shu-Stiles, Inc., 
and will cover the state of South Caro- 
lina and the northern part of Georgia 
for that firm. 

Mr. Stalvey has been in the shoe 
business for the past twenty years and 
has a wide acquaintance in the trade 
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and in the territory which he covers. 
His many friends in the shoe trade 
join in wishing him success in his new 
connection. 


Blame It on Jack Cameron 


CHIcAGo, ILL.—At the National Shoe 
Fair last week, a group of shoe men 
and fixture men were discussing the 
extensive use of metal furniture in 
shoe stores today, and the question 
came up “Who started it—anyhow?” 
Step by step they traced it through 
the years, and finally one of the men 
said: “Why, we can blame it all on 
you, Jack Cameron.” Mr. Cameron 
is with the Howell Company, manu- 
facturers of metal furniture. He 
had heard of so many women tearing 
their hose on wooden chairs, and 
so many men having shiny, polished 
seats from sitting on hard wooden 
chairs, that he thought it a good idea 
to install metal furniture (at that time 
being successfully used in homes, sun- 
parlors, etc.) in shoe stores. He intro- 
duced metal shoe store furniture to the 
shoe trade about six years ago, and it 
has now developed into a_ splendid 
business. During the past four years 
this industry has advanced to a point 
where it is doubled and tripled and now 
metal furniture for shoe stores is a 
separate branch in the furniture 
factory. 
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There are scores of shoe retailers who are their own 
worst enemies—who actually are committing sabo- 
tage in their windows—who unwittingly are driving 
prospective customers away from their stores. 
How, you may ask. We’ll'tell you. 


By taking a shoe that has every right to be a best 
seller, and putting it into the window just as it came 
out of the box—instead of slipping it over an “Ankle- 
Hi” Fairy-form to make it look as clean, as graceful, 
as beautiful as it really is. Write for prices on Fairy 
Forms. You can’t afford to do without them. 


“ Ankle-Hi”’ Tair 


PRUTECTED BY AMERICAN 


S H 0 E F 0 R M C 0 . AUBURN, NEW YORK e UNITED LAST CO., MONTREAL, CANADA 


For further facts, call the nearest branch office of the United Shoe Machinery Co. 


Licensed Manufacturing Branches: Northampton, England @ Melbourne Australia 


@ Paris, France @ 


Frankfurt, Germany @ Mexico City, Mexico 





L. Goldey Named Manager 
of Helstern, Inc. 


NEw York—Larry Goldey, who for 
the past fifteen years has been con- 
nected with I. Miller & Sons, has taken 
over the management of Helstern, Inc., 
the smart new modern shoe salon at 
18 E. 57th Street, this city. 

Under Mr. Goldey’s management, 
Helstern, Inc., has an entire new policy, 
beginning January 1. Shoes begin in 
price range from $12.50 and continue 
to $22.50. Bags to match, and hosiery 
are also to be carried. 


Buffalo Retailers 
Elect Officers 


BuFFALO, N. Y.—Jack Jacobs was re- 
elected president of the Buffalo Shoe 
Retailers’ Association at the annual 
election, Jan. 5, at the Hotel Statler. 
Harry J. Deters was appointed busi- 
ness manager for his fifth consecutive 
term. Other officers elected were: Vice 
President, Benjamin Etkin; treasurer, 
Joseph Schaetzer; secretary, Oliver 
Lareau, and attorney, Carl Hoffman. 
Directors were elected as follows: M. 
Santercole, George Seifert, Robert 
Holmes, Clarence Lanich, Fred Mann- 
ing, William Goldbach, and Herman 
Meyers. Honorary directors, George 
Lemler of Angola and Frank Panzica 
of Lancaster. 

The principal speech was made by 


Mr. Santercole, who discussed his trip 
to the National Shoe Fair in Chicago. 
He predicted that short vamps and 
ventilated toes would characterize wo- 
men’s footwear this year with black 
predominating for early Spring. Easter 
shoes, he estimated, will be 90 per cent 
gabardine, 7 per cent patent leather, 
and 8 per cent kid. Heels will be 2% 
inches high. Men’s Spring shoes will 
be mostly black with a minority in tan. 
Crepe soles, tan and white shoes will 
feature Summer styles. He predicted 
that the 1938 Summer season will be 
the greatest white season ever. 


Awarded Scroll for Work 


in Fund Drive 


NEw YoRK—Max L. Friedman of the 
A. S. Beck Shoe Corp., 1389 Duane 
Street, has been awarded a parchment 
scroll by John W. Davis, chairman of 
the United Hospital Campaign, in ap- 
preciation of his meritorious services 
rendered during the recent appeal. Mr. 
Friedman acted as chairman of the 
boot and shoe division of the commerce 
section. 

The scroll is signed by Mr. Davis; 
David H. McAlpin Pyle, president of 
the United Hospital Fund, and George 
A. Wilson, secretary of the Fund. 

Of the funds needed by the 92 volun- 
tary hospitals of New York and the 
Visiting Nurse Association of Brook- 
lyn, $2,000,000 has been raised. This 


is the largest sum received in any 
United Hospital Fund appeal in the 
last 58 years. 

Appointed by Percy C. Magnus, 
president of the New York Board of 
Trade and chairman of the commerce 
section of the campaign, Mr. Friedman 
organized associates in his field to aid 
in the appeal. The money raised by 
his group will be distributed among the 
hospitals and the Visiting Nurse Asso- 
ciation to provide free care for the 
needy sick, 


Shaber Joins Thrift Stores 


WILKES-BARRE, PA. — Hyman J. 
Shaber, formerly with the Spencer 
Shoe Corporation, will have charge of 
buying and merchandising for the chain 
of Thrift Shoe Stores and the J. S. Raub 
Shoe Stores. Mr. Shaber was associ- 
ated with the Kresge Department Store 
in Newark, N. J., and with Abraham & 
Straus in Brooklyn, N. Y., before his 
connection with the Spencer outfit. 


Gives Shoes to Children 


AvuGusTA, GA.—Seventy-five pairs of 
children’s shoes were given to needy 
children this Christmas by Burny’s 
Family Shoe Store here. The shoes 
were given through the Juvenile Court, 
the Family Welfare Society and the 
Salvation Army. Each child was 
brought to the store and properly fitted. 
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Purchases Shoe Stock 


SPOKANE, WASH.—The Kemp & 
Hebert’s department store has pur- 
chased the entire stock of Coy’s shoe 
store of which Clinton R. Coy is owner. 

Mr. Coy is retiring from business in 
this..city “because of Mrs. Coy’s health 
and they will return to their former 
home in Mattoon, II. 





C. F. Wilton Buys New Store 


SPOKANE, WASH.—C. F. Wilton, who 
owns the Buster Brown shoe stores at 
Walla Walla, Wash., and Lewiston, 
Idaho, recently purchased the Buster 
Brown establishment at Yakima. 

For some years past, Mr. Wilton has 
lived at Walla Walla and managed that 
store, but he is now taking up resi- 
dence in Yakima and will directly 
supervise the store there. 
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Appointed May Co. Buyer 


BALTIMORE, Mp.—Henry W. Liff has 
been appointed buyer of the basement 
shoe department of the May Company 
Store, here. , 





HENRY W. LIFF 


Mr. Liff, although a fairly new addi- 
tion to the shoe field, has had a rapid 
rise in his chosen field. Mr. Liff started 
selling shoes in the May Company 
basement in the Cleveland store, about 
four and a half years ago. After 
working in this fashion..for a period 
of three months, his ability was recog- 
nized and he was appointed assistant 
buyer to Adolph Schwimmer. When 
Mr. Schwimmer left the May Company, 
Norman Marcus succeeded him and 
Mr. Liff continued on in his capacity 
of assistant buyer until his promotion 
to the Baltimore store. 





New Store in Providence 


PROVIDENCE, R. I.—Kay’s Newport 
is the name of a new retail shoe store 
opened recently at 11 South Angell 
Street, this city, by Bernie Kay, pro- 
prietor of Kay’s Shoe Store of New- 
port. 

The new store features women’s 
shoes ranging in price from $5.00 to 
$7.95. The interior is attractively fin- 
ished in walnut wood with upper side 
walls of three-toned blue, each shade 
being separated from the other by 
chromium banding. 

Around the store are eight ledge dis- 
plays, each built-in with indirect light- 
ing, approximately six feet in length. 
Each features about two pairs of 
shoes, handbags and a pair of hosiery. 
Seats are blue with chromium and 
there are 22 in number. 

Facilities include a sales space about 
50 by 15 feet with a street floor stock 
department comprising about 400 
square feet. In addition, there is a 
basement as large as the entire street 
floor area. 
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Harry G. Fichtner 


Boonton, N. J.—Harry G. Ficht- 
ner, 41, vice-president and manager of 
the Full-Fashioned Hosiery Mills here, 
died recently of a heart attack at the 
home of his mother, Mrs. Géorge E. 
Fichtner, here. 

Mr. Fichtner’s father, the late George 
E. Fichtner, founded the hosiery in- 
dustry in Boonton in 1914-with estab- 
lishment of the Boonton Hosiery Mill. 
The concern was later taken over by 
the Van Raalt Hosiery Co. The elder 
Fichtner and his son founded the Full- 
Fashioned Mills in 1929. 

Born in Chicago in 1897, Mr. Ficht- 
ner lived in Dover where he attended 
high school. The family moved to 
Boonton in 1914. Mr. Fichtner was a 
World War veteran and past master of 
Accana Lodge, F. & A. M. of Boonton. 

Besides his mother, Mr. Fichtner 
leaves his wife, two sons, two daugh- 
ters, a brother and a sister. 





Willard James Peyton, Sr. 


RICHMOND, VAa.— Willard James 
Peyton, Sr., 87, died recently at his 
home here. When he was 25 years of 
age, he came to Richmond from Fred- 
ericksburg, Va., and became associated 
with W. R. Phillips & Co., a well-known 
shoe firm on lower Main Street. 

His death, which followed an illness 
of only two days, resulted from a heart 
ailment and was due to his advanced 
age. Mr. Peyton is survived by one 
daughter and two sons. 





New Ballou Store 


[CONTINUED FROM PAGE 19] 


quality footwear, which may be ac- 
counted for by the fact that the store 
has moved from a price shopping cen- 
ter to a quality business section easily 
accessible at the same time to shop- 
pers. Men’s and women’s shoes sell 
from $4.95 to $12.50, with little demand 
for the $5.00 merchandise. 

Mr. Ballou has served two years as 
vice-president of the national shoe 
association, seven years as head of 
the Retail Trade Board affiliated with 
the Providence Chamber of Commerce 
and 25 years as a member of the Rhode 
Island General Assembly. Through his 
efforts, the Small Claims Court was 
formed for speeding up collection of 
small claims. 

“Shoe retailers must operate more 
efficiently than ever before if they are 
to meet the ever-increasing compe- 
tition,” says Mr. Ballou in conclusion. 
“Shoe retailers cannot be content to 
maintain facilities; they must increase 
their facilities on all hands, if they are 
to meet competition. In presenting this 
new store, I believe we are in step with 
that philosophy. We believe the new 
store is enabling us to improve our 
service and to retail shoes more 
efficiently than we have ever done 
before.” 





BOOT AND SHOE RECORDER, January 15, 





HEADQUARTERS 
FOR SUCCESS 


Successful business men appreciate the 
need for modern comfort and conve- 
nience when they travel. And so, al- 
most invariably, they stop at The Ben- 
jamin Franklin when in Philadelphia. 
e For The Benjamin Franklin is Phila- 
delphia’s modern and convenient ho- 
tel. 1200 big comfortable rooms. Food 
that tempts the most travel-harrassed 
appetite. Service that soothes travel- 
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New Styles in Slippers 

Cuicaco, ILL.—High-styling, open- 
toes, open-heels, and satin leisure time 
footwear in soft-soled models are news. 
This new development in leisure time 
footwear, the result of a patented 
process of the Daniel Green Company, 
was shown for the first time in that 
company’s exhibit at the National Shoe 
Fair. Considerable interest was mani- 
fested in the new line, distinctive be- 
cause it is difficult at first glance to 
tell the difference between the hard 
and soft-soled slippers which appear 
in the same styles. One of the most 
popular is a pattern with a heel of 
balsa wood. 


Shoe Department Moved 


Cuicaco, Inu.—After making its 
home on the first floor for three years 
the men’s shoe department of the Bos- 
ton Store has been moved back to the 
fourth floor with the rest of the shoes. 
The department now is somewhat en- 
larged. E. Warnshuis, head of the 
department, reports the move was 
made in order to give the entire shoe 
department more identity and to take 
advantage of the heavier “shoe inter- 
est” traffic. Since the downstairs move, 
business in the department is better 
than that last year, he states. Chil- 
dren’s shoes were relocated on the east 
side of the room to make room for the 
men’s department. 





New Streamlined Women’s Shop 


Beverly Hills, Calif.—Wéindsor Footwear, Inc., have opened a fine store at 415 
Beverly Drive and are carrying a moderate-priced line of shoes for women. 

A most unusual lighting effect has been worked out through the means of in- 
direct and concealed lamps. Ceiling lights are all behind ground glass as is the 
lighted, ground glass rear partition. 

Officers of the corporation are Sam Simon, president, and Murrell J. Fischer, 
secretary-treasurer. Mr. Simon hasbeen out of the shoe business for a number 
of years. Previously, he, with his father, operated a department store in Mont- 
gomery, W. Va., in which shoes formed a major part of the business. 
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Obituaries 
Charles F. Risedorf 


WILLIMANTIC, CONN.—Charles Free- 
man Risedorf, 88, a shoe retailer here 
for 52 years, died Jan. 1 at his home, 
after a brief illness. In spite of de- 
clining health, he had carried on his 
business, the Union Shoe Co. Since 
the retirement last year of the late 
W. N. Potter, he had been the dean of 
this city’s active shoe merchants. 

Mr. Risedorf was born in Milan, 
N. Y., moved to Connecticut with his 
parents while a boy, and entered the 
shoe business as a clerk in Middletown. 
Soon afterward he became a partner 
in another shoe firm and later moved 
to Manchester where he managed the 
shoe department of Cheney Bros. store 
for six years. 


~ 
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He came to Willimantic in 1885 to 
manage the shoe department of the old 
Willimantic Linen Co. store and three 
years later became manager of the 
Union Shoe Co., then owned by John 
M. Travers of Worcester, Mass. It had 
been established in 1857. Some years 
later he became sole owner and con- 
tinued operation of the business until 
his death, 

Mr. Risedorf was very active in Wil- 
limantic civic and fraternal affairs. He 
is survived by his wife, two nieces and 
a nephew. 





John Roedder 


CuHicaGco, Itt.—John Roedder, 62, 
died in Chicago, early on the morning 
of Friday, Jan. 7, of a heart attack. 

He had attended the sessions of the 
National Shoe Fair and following its 
close on Thursday evening, went to his 
home, 300 Sheridan Road and passed 
away at 3:30 the next morning. 

John Roedder was the leading sales- 
man of the Commonwealth Shoe and 
Leather Company. He was also largely 
responsible for styling the line. Na- 
tionally known the country over, he 
covered the larger cities and accounts 
for his company for the past twenty 
years. 

The funeral was on Monday, Jan. 10, 
with burial at Rose Hill Cemetery. 

He is survived by his widow and one 
son, John. 





John R. Baugh 


St. Louis, Mo.—John R. Baugh, sales 
manager of the Roberts, Johnson & 
Rand branch of the International Shoe 
Co., died recently here, from a heart 
attack. 

Mr. Baugh was born in Hepler, Kan- 
sas, November 19, 1879. His parents, 
Dr. and Mrs. Jonathan Baugh, soon 
thereafter moved to Clinton, Missouri, 
where his youth was spent. 

His father’s early death caused a 
change in his plans to become a physi- 
cian; and as a young man he came to 
St. Louis, entering the employ of the 
Walk-Over Shoe Co., where he re- 
mained until he became associated with 
the Roberts, Johnson & Rand branch 
of the International Shoe Co., August 
1, 1913. 

His first services as a salesman were 
rendered in North Dakota, and later 
he was transferred to Minnesota with 
headquarters in Minneapolis. 

Mr. Baugh resigned from the com- 
pany April 30, 1928 and he and Mrs. 
Baugh made a trip around the world. 

On his return, he became the house 
sales manager for the Peters Branch 
on August 25, 1930 where he remained 
until March 1, 1932, when he re-entered 
the services of the Roberts, Johnson & 
Rand Branch in the same capacity, 
house sales manager, a position he 
held at the time of his death. 

Success crowned the energetic and 
aggressive efforts of Mr. Baugh. He 
was a cultured gentleman; thorough 
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and _ dependable, considerate and 
straightforward in his dealings with 
his fellows. He wrote a good record 
whenever he was called, and his name 
is held in high esteem by his associates 
and friends. 


Harry Rubin 


SPRINGFIELD, ILL.— Harry Rubin, 
1124 East Jefferson Street, who oper- 
ated a shoe store in Springfield for 31 
years, died on Tuesday, January 4, at 
St. John’s hospital. He was 68 years 
old. 

Mr. Rubin was born in Russia, and 
came to Springfield in 1904. He opened 
a shoe store at 517 East Jefferson 
Street and was in business there until 
two years ago. Surviving are his wife, 
three daughters, three sons, two grand- 
children and_ several nieces and 
nephews. 


E. M. Mazur 


AKRON, OHIO—E. M. Mazur, genial 
assistant basement buyer of the M. 
O’Neil Company store. in this city, was 
taken ill in the early afternoon of 
Dec. 24 and died within 30 minutes. 
His sudden passing came as a distinct 
surprise to his many friends and ac- 
quaintances in the shoe business. 
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Thomas Miner 


HOLYOKE, MAss.—Thomas VanKuren 
Miner, 57, assistant treasurer at the 
Thomas S. Childs Shoe Company for 
the past 16 years, died suddenly at his 
home, recently. 

Born November 24, 1880, Mr. Miner 
had lived in this city for the past 47 
years. At one time he was associated 
with the Merrick Lumber Co., and 
some time later served as office mana- 
ger at the H. G. Sears Company. Dur- 
ing the past 23 years he had been 
with the Childs Shoe Company. 

He was an active member: of the 
Second Baptist Church and was a 
former treasurer of the Sunday School 
Department of that church. He was 
also a member of the Holyoke Kiwanis 
Club, the William Whiting Lodge of 
Masons, Holyoke Garden Club and the 
Holyoke Chamber of Commerce. 

Besides his wife, he leaves one son, 
two daughters, one sister and four 
grandsons. 





R. J. Sawyer to Move 


to Bangor 


Freeport, Me—The R. J. Sawyer 
Corporation, which for the past 12 
years has manufactured high grade 
moccasins, announces it will remove its 
business and equipment to Bangor. 
During the 12 years the business ‘has 








been located here the company has 
enjoyed a steady growth. 

Simultaneous with the announcement 
of the removal of the Sawyer business 
comes one that the former factory -is 
to be leased by Morris and Myers 
Levine of Freeport and Portland, for- 
merly connected with the Lenox Shoe 
Company, who state that they will 
manufacture ladies’ shoes. 

The Levine brothers withdrew from 
the Lenox Shoe Company six weeks 
ago. Morris Levine at that time organ- 
ized the Colby Shoe Company, which 
was purchased shortly afterwards by 
Hyman Mersky of the Lenox Company. 





Pollock’s Opens Boston Office 


Boston, Mass.—Pollock’s, Inc., of 
Asheville, N. C., has announced the 
opening of a buying office and ware- 
house in Boston. The entire second 
floor at 147 Essex Street has been 
leased for this purpose, and the firm 
expects to occupy that location after 
January 1, 1938. Alex August and 
Sidney Kahn will be in charge of the 
buying, and Maxie Silverman will have 
charge of the warehouse. 





Kies Bootrie to Move 


Dusuque, Iowa.—Kies Bootrie, Inc., 
located at 661 Main Street, has leased 





a store building at 1030 Main Street 
which is being remodeled preparatory 
tu. occupation in the near future. The 
shopping trend has been gradually mov- 
ing toward this section for the past 
five years, and it is the opinion of the 
heads of the firm that this move is a 
wise one. J. J. Kies, president of the 
firm, expects to double his business in 
the new location. He will be assisted 
by his son, Thomas F. Kies. 





Butts Store Fifty Years Old 


FULTON, N. Y.—Watson A. Butts, 
proprietor of the Butts Shoe Store at 
Fulton, is receiving congratulations on 
rounding out fifty years in the retail 
shoe business. His son, Porter Butts, 
is associated with him. Mr. Butts is 
a director of the New York State Shoe 


Retailers’ Association. 





In New Location 


New YorK—The Rao Footwear Cor- 
poration, formerly Miller - Radeschi, 
Inc., have moved their headquarters 
from 116-118 West 29th Street to new 
and larger quarters at 20 West 20th 
Street, this city. 

The Rao Footwear Corporation makes 
an extensive line of sandals, mules and 
dorsays to retail’ in the popular and 
medium price field. 
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Our latest development — Diamond Brand Fast 


Color Eyelets with Aluminum barrels — are now 
available to shoe manufacturers in a wide selec- 


tion of standard colors and sizes. 


These new eyelets merit the consideration of 
manufacturer and retailer alike. 


UNITED FAST COLOR EYELET COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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Classiseed) and) Wert Ad 





SALESMAN WANTED 


BUSINESS OPPORTUNITY 


LINE WANTED 





MICHIGAN Territory. Manufacturer’s Line 
of Children’s Stitchdowns or Prewelts. 
Men’s and Ladies’ House Slippers. Men’s Work 
and Dress Shoes. Commission Basis. Address 
Arthur S. Gawlick, Mgr., Parker Brothers Shoes 
& Repair, 5129 Hastings St., Detroit, Mich. 





SELECTED Territories Open for Representa- 
tives of JANE WITHERS Beach Sandals 
and Boudoir Slippers. Full information in Kr 
first letter. VINCENT HORWITZ CO., INC., 


Altoona, Pennsylvania. 





SALESMEN—outstanding line of shoe dyes 
and dressings. Live wires with large follow- 
ing, shoe stores, shoe chains, department stores, 
iobbers. State territory, reference and exgeri- 
ence. Address F-637, care Boot 


Recorder, 239 West 39th Street, New York. 
N. Y. 





SAL ESMEN for Delaware, Maryland, Virginia 
and West Virginia for strong reliable In 
Stock line of Juvenile Footwear, including 
Orthopedic and Corset Shoe numbers—straight 
commission basis—to carried with non-con- 
flicting lines. ‘Address F-635, care Boot & Shoe 
Recester. 239 West 39th Street, New York, 





EDUCATIONAL 


SIx major HOME STUDY lessons in _scien- 
tific retail selling now offered for only one 
dollar . . . cash with order. Mail remittance 
to MERCHANTS EDUCATIONAL INSTI. 
TUTE, Box 232. South Bend, Indiana.* 








POSITION WANTED 











YOU CAN Gar t the town’s business on 
white shoe 

YOU CAN i competition, cut 
prices and past troubles with cheap 
cleaners. 

A QUALITY CLEANER will bui'd both 
shoe business and cleaner business. 

WE WILL MANUFACTURE for you the 
newest and finest white cleaner on ta> 
market, put your brand name and firm 
mame on the label (if desired.) 
INVESTIGATE NOW: Write for samples 
and prices. Make your own test w.th 
this new type cleaner; you'll be happily 
surprised. 

SALESMEN with substantial following 
among the better shoe stores can make 
commission contracts. 


THE HOUSE OF FAYRIN 


Louisville, Kentucky 

















OU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily léarned by any 
one at home in’a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can sy to. No capi- 
tal Totinn or goods to ; no agency 
or soliciting. Established ‘1804. Address 

Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 








FOR SALE 


AMILY Shoe Store located Long Island. 
Fine location and ‘opportunity; established 
b ss features nationally advertsied lines: 








eT a ; 


GHOEMAN desires position as manager, assis- 
tant manager, buyer or salesman in popular 
price shoe store. Ninteen years’ experience. 
Willing to go anywhere. Address F-638, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





[5 your shoe business satisfactory? Experi- 
enced women’s shoe buyer desires connection. 
Brilliant record, expert stylist, promotion and 
merchandiser. Address Suite 21, 200 Church 


St. N. Y 





HOE BUYER OR DEPARTMENT MAN- 

AGER.  Experienced—Ability to produce. 
Know how to merchandise shoes, — branches. 
Chicago and St. Louis experience. G. R. 
GOACHER, 7616 CARL ETON "AVE,, UNI. 
VERSITY CITY, MO. 





LASTING ROOM FOREMAN, age 35, with 

ability to get work done and get along with 
men, long experience in women’s hand turn 
shoes, desires position as lasting room fore- 
man, or assistant foreman, TURN OR CE- 
MENT, reference, will consider out-of-town. 
Address F-633, care Boot & Shoe Reverder, 
239 West 39th Street, New York, N 





available now or early Spring. Address F-630, 
care Boot Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 








FOR RENT 
Will rent part of modern sales office in 
Marbridge Bldg., with the use of telephone 


and secretarial service. Address F-639, care 
Boot & Shoe nom. 239 West 39th Street, 
New York, N. Y 





SHOE DEPARTMENT FOR RENT in well- 

established women’s ready-to-wear store, 100% 
location in Duluth, Minnesota. Good space, 
equipped with modern fixtures. No money ‘to 
invest except furnish a good line of $5.00 to 
$8.50 style shoes. Straight percentage basis 
to a responsible operator. Address BUD’S 
STYLE SHOP, Duluth, Minnesota. 





FOR LEASE 


ADIES’ shoe dept., in an up-to-date Modern 
Ladies’ Ready-to-wear store, 100% Location. 
The Quality Shoppe, Covington, Va. 





Sk! Shoe line wanted on commission basis for 
the territory Mountain States and Pacific 
Coast. Dee-Bee Importing Company, Manu- 
facturers’ Representatives, Portland, Oregon. 


DESIRE line of women’s High Style Novelty 
shoes. Either stock or makeup, retail $3 
to $6. Also growing girls’ stock. proposition, 
retail $3 to $4, for Iowa and Midwest. Address 
R. Box 1115, Hotel Fort Des Moines, 
Des Moines, Iowa. 








SAL sESMAN—Live Wire—Wants Real live 
wines of Ladies Novelties and Corrective 
shoes, also Infants and Juvenile Footwear for 
the New York Metropolitan Area. Address 
F-640, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y 


E> XPERIENCED salesman, well known to lead- 
ing shoe buyers, desires represent factory 
women’s novelty or staples, popular priced. 
eastern territory. Address suite 21, 200 Church 


St.. N 


ALESMAN wants snappy line ladies novelty 
shoes two dollar and for dollar retailers. 
Georgia, Florida, or Alabama. References fur- 


nished, Box 654. Moultrie, Ga. 


XPERIENCED salesman available for New 

York state. Must be women’s novelties or 
juvenile. Real volume for the right line. Ad- 
dress F-636, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y 


ALES MAN—Following among leather and 
shoe findings jobbers, chain stores, drug 
chains and jobbers in Eastern States desires 
line suitable for ebove trades. Address F-634, 


care Boot & Shoe Recorder, 239 West 39th 
Street, New York, y. 




















Store in New Location 


WiLoucHBy, OHI0.—The Quality 
Shoe Store moved into its new home at 
61 Erie St. on December 18. This 
store formerly occupied half of the 
ground floor of the Turi Building at 
17-21 Erie St., and was known as the 
Turi Shoe and Repair Shop. The new 
and enlarged store will handle only the 
finest quality shoes, correctly fitted and 
reasonably priced. For over seventeen 
years, Mr. Fione Turi has specialized 
in the correct fitting of footwear. He 
devotes special attention to fitting prob- 
lems of growing children. The shoe 
repair department, in charge of James 
Sabella, is located at the back of the 
store. As an especial attraction on 
the opening day, suitable gifts were 
presented to each member of a family 
with every purchase of shoes. 





mum charge, 75 


address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 


When a box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all display classified pdvcationinents is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
iS Advertisements for this page must be in our New York office on Friday of the week preceding publication. “&§ 











S&S coc Thm eo oe RO ee oe ee 


nAoowdweawyp 


op 


Ha 
del; 
ing 


718 


the 
moc 
roo! 











BOOT AND SHOE RECORDER, January 





15, 1938 


Holiday Business Good in Philadelphia 


PHILADELPHIA, Pa. — Philadelphia 
shoe men are fairly unanimous in re- 
porting a good holiday business, but 
those departments and stores catering 
to customers who buy in the better 
price brackets were more enthusiastic 
than those in the lower price fields. 
Lower price merchandise as a whole 
moved only moderately. The biggest 
gains were reported in stores and de- 
partments carrying only high price 
shoes; medium gains were reported by 
those merchants carrying both medium 
and high price lines. 

Jonas B. Goldman, buyer for the 
shoe department in the Blum store, 
who sells fine shoes exclusively, reports 
a good holiday business, and figures 
which went ahead of last year. Eve- 
ning slippers were particularly good; 
cruise and resort shoes promise a good 
season. Mr. Goldman believes that 
ample, well rounded stocks are the basis 
of successful operation. 

Jay F. Reist of Steigerwalt’s reports 
a good Christmas business, both in 
shoes and slippers. The Chinese slip- 
pers from Hollywood, inspired by “The 
Good Earth,” were especially success- 
ful, especially in a variety of color 
combinations. Evening shoes were good 
sellers both for Christmas and the New 
Year’s festivities. Gold and silver kid 
trim was a popular note, used in models 
with only slightly cut down shanks, 
high fronts and open toes. 

Steigerwalt’s will start shortly to 
show shoes for the Palm Beach season. 
They are featuring prints both in dark 
and white and multi-color combina- 
tions, a white buck version of the pop- 
ular “Skeets” with faint color trim to 
harmonize with all costume colors, and 
semi-dress shoes in white with suede 
applique flower trim at the base of the 


throat. The classic sports pump, done 
in combinations of white and a color, 
are expected to be popular in cruise 
and resort shoes. 

Geuting’s holiday trade was brisk; 
shoes sold well and slippers were good 
items in men’s and children’s types as 
well as women’s lines. Accessories 
were also good here during the holi- 
days and the new sy-metra fashioned 
stockings announced early in the month 
sold particularly well all through the 
holiday season. Cruise and resort fash- 
ions are now being promoted at Geut- 
ing’s. 

I. Miller’s make a specialty of acces- 
sories, matched and gift wrapped for 
the holiday trade and expend consider- 
able promotion effort in this direction. 
This year’s holiday business was re- 
ported very successful. Shoes them- 
selves were rather slow during Decem- 
ber, but there was a good business done 
at Miller’s in hose, gloves, bags, and 
accessory combinations. 

Wanamaker’s shoe department turn- 
ed in a good month in December, both 
in shoes and in slipper and gift busi- 
ness. Slippers of all types, and espe- 
cially luxury slippers, were good for 
holiday trade this year and Wana- 
maker’s did very well with their wide 
and varied selections. Evening shoes, 
especially with the higher heel, open 
shank and in very elaborate types 
which are in tune with the increasing 
glamour of evening costumes sold well. 
Gold and silver mesh, brocade, and 
dressy detail have been the highlights 
so far in evening slipper sales here. 

Philadelphia shoe merchants as a 
whole feel they have come out of the 
slump of the late Fall and are opti- 
istic about the outlook for early 1938 


business. 





C. R. Strange Recovers 
from Accident 


BINGHAMTON, N. Y.—C. R. Strange, 
shoe merchant of Chenango Street and 
twice president of the N. Y. State Shoe 
Retailers Association, has recovered 
from a recent automobile accident and 
is back in his store. He sustained a 
fractured arm and leg also serious cuts 
and bruises. His car skidded three 
miles outside of Binghamton. When 
found he was unconscious and pinned 
beneath the wreck. 


Philadelphia Firm in 
New Location 


PHILADELPHIA, PA. — Samuel J. 
Hanick of Display Center of Phila- 
delphia, recently held a formal open- 
ing of the firm’s new headquarters at 
718 Chestnut Street, where it occupies 
the entire building. Spacious, ultra- 
modern improved facilities and show- 
rooms, a complete stock of all types of 








display material and equipment make 


the Display Center one of the largest 
and most up-to-date display houses in 


the country. 


Predicts Popularity of 


‘Low Heels 


BIRMINGHAM, ALA.—Low heels will 
be the thing in women’s shoes this 
Spring, according to Charles F. Wat- 
son, buyer of women’s and men’s shoes 
for Odum, Bowers & White of this city. 
He figures that 65 per cent of his sales 
will carry low heels and has bought ac- 
cordingly. By low heels he means 
16/8 on down with more emphasis than 
usual on the 12/8 height. 

Mr. Watson anticipates that gabar- 
dines will be good again, but he expects 
patent leathers to come into popularity. 
He will feature doeskins in prices from 
$14.75 up. His departments have en- 
joyed a good business this year and 
he is buying in the same proportion for 
1938. 
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WANTED TO PURCHASE 








SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 
BARIS SHOE COMPANY, Inc. 


79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180, 5181 








WE BUY 
Entire or Surplus Wholesale and 
Stocks. Also randed Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn Bush, Ete. 
IRVIN RUBIN 
“The House of Jobs’ 
89 Reade St., Cor. Church 
Phone Barclay 7-7887 New York City 


Retail 








Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shoes 
from manufacturers, jobbers or retailers. 
QUANTITY NO OBJECT 


KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 




















What’s New 


New Foot Support 


Boston, Mass.—H. L. Whitman, 
well known as an intensive student of 
foot ills and their correction, is the 
inventor of a new support named the 
“Adjustyo-Step”—a flexible supporting 
device consisting of a number of layers 
of light-weight material, each layer of 
which is bonded with adjoining layers 
by a new type of cement for which 
permanent tackiness is claimed. In- 
serted in the shoe, ““Adjustyo-Step” gives 
support, not under the surface of the 
arch but directly below the inner ankle 
bone which, the inventor says, is the 
proper point for such support if prona- 
tion is to be prevented and foot com- 
fort achieved. 

The layers of which this device is 
made are approximately one-sixty- 
fourth of an inch thick and can be 
separated one from another merely by 
peeling them off one at a time. There- 
fore, should the original device prove 
to be unnecessarily high for any in- 
dividual foot, one, two or three layers 
can be removed by the wearer until 
the proper adjustment is made. 

The Cambridge Rubber Company of 
Cambridge, Mass., are licensees for 
“Adjustyo-Step” in rubber canvas 
footwear and for the package trade; 
and Mr. Whitman reports that a num- 
ber of leather shoe manufacturers are 
contemplating the use of this support 
in their lines. 

Since 1918, when Mr. Whitman first 
became interested in foot health, the 
greater part of his time has been de- 
voted to shoe constructions and de- 
vices designed to promote better pos- 
ture and to correct abnormalities. 
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Block’s Have Advanced 


Fashion Show 


INDIANAPOLIS, IND.—In midafter- 
noon, recently, the Wm. H. Block Co. 
presented an advanced fashion show of 
Spring footwear in which roseberry, 
wood-violet and Parisian blue predomi- 
nated in glamorous and gay combina- 
tions for the cruise trade. Bags, 
scarves, gloves and other accessories 
formed a distinct part of the showing. 

Multi-colored pastels in oxfords and 
sandals with the new V-vamp and 
smart patent leathers with colored 
stitchings and perforations were among 
the Spring notes featured by George 
May, stylist of the Samuel Shoe Co., 
St. Louis, who directed the revue. 

Other styles modeled by Mrs. Frieda 
Robinson’s bevy of trim manikins, with 
emphasis upon accessory ensembles, in- 
cluded pumps with open toes, smaller 
than the 1937 variety; softie, ombre 
gabardines with tiny perforations and 
clever bags to match; roseberry calf 
models, decorated with small kid flow- 
ers appliqued on the leather; slim 
patent models with a deep multi- 
stitching in red, green and blue, with 
purse following identical design for 
wear with prints; dark backgrounds 
with white stitching and trim for 
cruise wear were displayed, along with 
a high-vamp slip-ons in brown with 
clever trim. Sport. types exhibited 
show lower heels and tailored lines. 





Kalisky Heads Los Angeles 


Travelers 


Los ANGELES, CALIF.—At a meeting 
held recently at the Lankershim Hotel 
by the Shoe Travelers Association of 
Los Angeles, Joseph Kalisky, well 
known shoe man, was elected president 
for 1988. E. V. Stewart was named 
as vice-president and Ned Dreyfus, 
‘ secretary-treasurer. 


Store Directors Optimistic 


SPOKANE, WASsH.—“We believe that 
business will be maintained at a vol- 
ume equaling that of 1937 which ex- 
ceeded the volume of 1936, although 
1936 was among the best in the store’s 
history.” This was the optimistic key- 
note struck at the annual meeting of 
the Spokane Dry Goods Company which 
owns and operates the Crescent, Spo- 
kane’s largest department store. 

Chairman of the board, James L. 
Paine, and the old board of directors 
were reelected. The other members are: 
E. A. Shadle, president and general 
manager; R. A. Paterson, vice-presi- 
dent; and W. B. Kerr, secretary-trea- 
surer. 

At the meeting, the promotion was 
announced of Clinton Couchman, from 
the management of the junior depart- 
ment to the management of the base- 
ment store; and of Neil Terry, from 
salesman to manager of the junior 
department. 
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ARENTS always attach great significance to 

the service of articles purchased for their 
children. Vitality has a line of Children’s Shoes 
that will go a long way in helping you “sell 
the whole family”. They’re sturdy enough for 
the most active boy or girl. They’re smart, too, 
including new patterns that will intrigue the 


boy or girl just learning the meaning of “style” 

in clothes. 

In addition to a comprehensive children’s line 

of Goodyear Welts, Vitality now offers a com- < 


plete showing of patterns made by the Delmac 
construction, providing further opportunities 





for profits. Shoes in both constructions are all WOMEN’S MEN'S BOYS’ a ane 
leather quality. AAAAA to EEE AAA toG AtoE “ae 
Sizes 2to 11 Sizes 5to 14 Sizes 1 to 6 $2.50 to $5.00 


$6.75and $7.50 $5,$6and$6.75 $4.00 and $4.50 Prteudl-eeeneinnds ta sen 


Children’s Shoes that sell the whole family 


are Vitality Shoes! Vitality Growing Girls’ Goodyear and Delmac construction shoes 
P (Thrift Grade) $5.00. Thrift Grade Shoes for women $6.00. Vitapoise 
VITALITY SHOE CO. « ST. LOUIS, MO. Feature Shoes for children $3.50 to $6.00, priced according to size. 


Branch of International Shoe Co. Vitapoise Feature Shoes for Men $6.75. 
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“I saw an advertisement run by The Asso- 
ciated Business Papers that pictured me 
as typical of the prospects that advertisers’ 
salesmen classify as ‘tough guys.’ The ad 
went on to say that while I am tough when 
salesmen call, I am pretty regular when I 
am reading an A.B.P. publication. Well, 
I don’t resent it a bit. With so many keen 
salesmen calling on me every day, I have to 
pretend to be hard-boiled most of the time. 


“But you can be sure that I put aside 
that ‘protective mask’ when I am reading 
Boot and Shoe Recorder, because that is 
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where I go to keep in touch with trends 
and developments; for practical ideas sug- 
gested by editors who are familiar with 


my business. I know that Boot and Shoe 
Recorder is written for me, not for its 
advertisers. Yet I read the ads, too, be- 
cause I know that they are in there only 
because they have something to offer—not 
because they got editorial publicity. 


“I pay cold cash for my subscription to 
Boot and Shoe Recorder and you can bet I 
wouldn’t do it unless I get my money’s 
worth.” 


BOOT AND SHOE RECORDER 


Impartial measurement Authentic facts 
of reader interest ) relating to 
in terms of paid \R 239 West 39th St., New York ( 4 editorial scope and 
circulation Q ONS } readership analysis 
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Counters 


HOES certainly take a beating. From the 

most rugged outdoor shoes “ the daintiest 
pumps —they all take a constant pounding. 
And they take most of it in the backpart. First 
—shoes are probably put on without a shoe-horn. 
Then, they are subject to all sorts of off-balance 
punching from morning to night. Yet, 
strangely enough, they can stand up and look 
trimly neat when they have the flexibility and the 


strength of Spaulding Counters. Spaulding 


NO OTHER PART OF THE SHOE MEANS 


1d ever J. 


Ww valk 


Counters gain their phenomenal strength from 
superior ingredients — resilient long-fibre hemp 
and flax. You can tell a shoe with Spaulding 
Counters. They are straight in the backseam 
and their quarters stand unwrinkled. Specify 


Spaulding Counters for your shoes. 


SPAULDINGY 


Counters 


“Made in North Rochester, N. H. 


SO MUCH .. . AND COSTS SO LITTLE 
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Strangely enough, we've found that the dealers 
who merchandise Spring and Summer stocks most 
successfully are generally the dealers who plan 
their buying of sport shoes early. 


It gives them a chance to check the market for 
style acceptance . . . to see which shoes will sell 
best in their particular city . . . to enter each season 
with a stock of shoes tested for saleability . . . to 
end each season with a minimum of markdowns. 


Our men’s and boys’ McKay sports line includes 
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should I buy 


cohile shaver. 


in January? 


every smart combination you'll see on the Summer 
market . . . greys and browns that will maintain 
your volume right into Summer. . . ventilated 
whites that will pick up volume the moment dark 
shoes begin to taper off. 


You need a balanced line of sports shoes. Endicott 
Johnson Sports are styled and priced to fit your 
market. Order them now. Our three great ware- 
houses are geared to give you fast size-up service 
from ‘stock, now and throughout the Summer. 
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1220—Men’s White Elk Bal, Venti- 
lated, Composition sole, Rubber Heel, 
McKay Construction. Sizes 6/11. $1.45 


1221—Men’s White Elk Bal, Venti- 
lated, Tan Eyelet Plug and Foxing, 
Composition Sole, Rubber Heel, Mc- 
Kay Construction. Sizes 6/11... .$1.50 


1227—Men’s White Elk Bal, Tan Tip 
and Foxing, Composition Sole, Rub- 
ber Heel, McKay Construction. Sizes 
6/11 $1.50 


/ ENDICOTT, N. Y. 


4 


, ENDICOTT 


DAT AARIN CLM BESMmABALD 


1938 


1283—Men’s Two Tone Grey Bal, Ven- 
tilated, Composition Sole, Rubber Heel, 
McKay Construction. Sizes 6/11.$1.50 


1282—Some in Two Tone Brown. 


1286—Men’s Two Tone Grey Bal, Ven- 
tilated, Composition Sole, 9/8 Rubber 
Heel, McKay. Sizes 6/11 $1.50 


1285—As 1286 except Two Tone Tan. 
1346—Men’s White Elk Bal, Composi- 


tion Sole, 9/8 Rubber Heel, McKay 
Construction. Sizes 6/11 $1.45 


° ST. LOUIS, MO. ® 


7584—Men’s White Elk Bal, Tan 
Wing Tip and Foxing, Crepe Sole and 
Heel. Goodyear stitched construction. 
6/11 

7583—As 7584 except White Elk. 
7586—As 7584 except Two Tone Grey. 
7587—As 7584 except White Elk Bal, 
Grey Wing Tip and Foxing. 
7592—Men’s White Elk Blucher, per- 
forated vamp and quarter crepe sole 
and heel. Goodyear stitched construc- 
tion. 6/11 

7594—Some in all dark Tan. 


NEW YORK CITY —§ 


JOHNSON 
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LITTLEWAY 
LOCKSTITCH That is the outstanding 
PROCESS reason for the consistent 


increase in sales of Little- 
way Lockstitch Shoes — 
regular construction or 


Sbicca-Delmac. 








SBICCA-DELMA 
LOCKSTITCH PROCESS 


es 


with (GAC UNISHANK 


LITTLEWAY PROCESS COMPANY 


140 FEDERAL STREET, BOSTON, MASS. 
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RUBBER FOOTWEAR 
CANVAS SPORT SHOES 
LEATHER WORK SHOES 
WOOLEN FOOTWEAR 









E..W FINK 
President & Genera! Manager 






G W.BLAIR 
Vice President 
C_L.WANAMAKER 
Factory Manager 











































CABLE ADDRESS 
“MISHWOOLEN 





F.C.GRIMES 
Treasurer 








CODES 
BENTLEYS, PRIVATE 
4.8.Cc 6™ EDITION 






J. 0.WOLMA . 
Secretary & 1%" Asst.Treas SS 





MISHAWAKA RUBBER &WOOLEN MFG.CO. 
part @ eano 


MISHAWAKA, INDIANA 
Season 1938 





To the Trade: 


This is inventory time when we all look over the past year's record to 
check on results. It is a good time to consider whether your footwear 
lines have brought you all the profit and good-will you would like. 


For 52 years BALL-BAND Footwear has been pbuilding profits and good-will 
for merchants throughout the nation. Forty years ago this month the 
first BALL-BAND Waterproof Footwear was made -- and the motto "Good 
enough will not do, BALL-BAND must be the best," was udopted as the 
guide to be followed in making all BALL-BAND Footwear. Dependable 
BALL-BAND quality has won the good-will of dealers and consumers. 





For 28 years BALL-BAND Footwear and the Red Ball trade-mark have been 
nationally advertised each year, in a sincere, honest way that has 
spread the news of the good reputation this footwear has always en- 
joyed. This good advertising helps build sales for BALL-BAND Dealers. 


For 1938 the BALL-BAND line will meet 1938 needs in style and design -- 
and the ever continuing need for honest quality. Again in 1938 BALL-BAND 
advertising will spread the story of BALL-BAND Quality. New and ef- 
fective display and advertising helps have been developed to enable 
BALL-BAND merchants to take fullest advantage of the good reputation 
and the advertising of the line. 

All these new things for 1938 will be shown by BALL-BAND Salesmen and 
they are starting out soon to assist BALL-BAND Dealers in placing their 
orders for next Fall and Winter. May we suggest that it will be worth 
your while to reserve your advance orders until you see the BALL-BAND 
line and consider the many selling advantages it has for you. If you 
want to see samples soon drop us a card and we will, without obligation 
to you, have a salesman call at your convenience. 





With sincere good wishes for a happy and prosperous New Year, we are 
Dunham Bros. Co., Brattleboro, Vermont, wg: 
are our Distributors for Yours very truly, be pat 
the New England States ie 
and Greater New York. MISHAWAKA RUBBER & WOOLEN MFG. CO. ie 
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STRENGTH 
SECURITY 
ECONOMY 


UNISHANK 


BREASTLOCK 
iam 


UNISHANK innersoles and BREASTLOCK wood heels are two 
logical and practical features that progressive manufacturers 
are using on women’s high heel shoes. 


The BREASTLOCK heel with its special anchoring device, to- 
gether with UNISHANK innersoles, gives new security against 
“kicking under” or “kicking back.” Smaller and shorter soles 
can be used and flap laying is eliminated. Unishank gives 
tigid arch support that is vitally essential. er 


Modem style versions emphasize the importance of these two 
basic improvements in shoemaking technique. 
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UNITED SHOE MACHINERY CORPORATION 


BOSTON. MASSACHUSETTS 
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SENO FOR 
THIS BOOK 
TODAY 


664 NOME IN! You'll enjoy shop- 
ping here.” That’s what a 

Pittco Front on your shoe store will 
say to all who see it . . . and almost 
everyone will see it! With its eye- 
catching beauty it will attract and in- 
vite customers, build sales, increase 
profits. For a Pittco Front is on the 
job... . every day in the week in its 
Sunday Best ... . bringing you new 
customers and helping you to hold 
the business you have already gained. 
Dress up your store . . . and go 
places! Modernize with a Pittco 
Front. When remodeling, consult an 
architect to assure you a_ well- 
planned, economical job. Our staff of 
store front experts will gladly cooper- 
ate with him in planning a front to 
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Every Day 











1938 


Bigger Profits with Pittco Store Fronts.” 


Dress your Store 


ints SUVDAY LEST 


in the Week! 


suit your needs. Mail the coupon for 
facts, figures and photographs that 
explain in detail how Pittco Fronts 
produce bigger profits. 

Be sure to see the Pittco Store 
Front Caravan now ona nation-wide 
tour. Contact our local branch for 
specific information as to when the 
Caravan will visit your territory. 


PITTSBURGH TIME PAYMENT PLAN 


You can take up to 2 years to pay for 
your Pittco Front. Pay 20% down— 
the balance out of income. 


2, PITTS BURGH. / 
” PLATE GLASS COMPANY @ 


Pittsburgh Plate Glass Company, 21134 Grant Bldg., Pittsburgh, Pa. 
Please send me, without obligation, 





‘ 
1 
' 
your book entitled “Producing ‘ 
' 
' 





















“SUNDAY BEST” : 
everyday attire for 
this shoe store in 
Fort Dodge, Iowa. A 
modern, inviting 
Pittco Front did the 
job of lifting it from 
the commonplace. — 
giving it sales appeal 
that brings shoppers 
in...to buy. 
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FEATURE FOR SPRING 
a Color as Vibrant as a Wild Flower 


LET one of your spring promotional colors be Wood 
Violet, a cool, gentle shade that has suddenly be- 
come important in dresses, coats, and suits; a color 
that complements perfectly the fresh violets pinned 
to the lapel a a brisk spring suit; a color that is per- 


fect for sandals and lends itself to ombre combina- 





tions with blues, purples and some shades of red. 


La Valle designed the flattering shoe illustrated. 


Specify No. 999 
Vode Doeskin 


STANDARD KID DIVISION 
ALLIED KID COMPANY 


209 South Street, Boston, Massachusetts 
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rise to new sales heights with this 


HIGH ... LIGHT ... and... HANDSOME 


‘PEDESTAL’ 
SANDAL 














“Your smart customers 
will demand them!’ 


**Your smart competitors / Fe 
will have them!”’ ys ) fesceenernns] 





FOR DELIVERY JANUARY 30 
No. 300 ALL WHITE * 

No. 305 ALL BLUE 

No. 310 WHITE with BLUE STRAPS 
No. 315 WHITE with RED STRAPS 2 
No. 320 VARI-COLOR CABANA STRIPES 

* Can be dyed any desirable shade. 


12 PAIR CASES PRICE 








3p to7 run 342 4 4 5 5h 6 ba 7 $ 
| ! a- 2 2 <h ! I 2.10 
3! to 8 run Ms ; Mh ; fs 6 Hs 7 8 5% thirty days 
2 14 25 cents extra for less than case run of a style. 


A:R-HYDE &SONS Co. 


FACTORIES . CAMBRIDGE, MASS. 179 LINCOLN St, BOSTON, MASS. 


Note:—We also have a surprise in sandals—watch for further ads. 
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CREATIONS /IN CALE 


A COMPLETE SERVICE IN FINE CALF LEATHERS 


THE OHIO LEATHER COMPANY GIRARD, OHIO 











